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for every taste... 
What home owner 
wouldn'texclaim over 
a beautiful bathroom 
like this? It's the 
Crane Drexel Group, 
styled to grace the 
finest homes. 





quoy ta. fo duel bugil... RANE 


That's the beauty of a really complete line—it satisfies all 
individual likes. Crane can be gay, Crane can be sedate. 
Where “cost is nothing,” Crane goes de luxe . . . where 
cost is everything, Crane gets right down to earth. 

And whatever the preference in sfy/es, there’s no doubt 
of the preference in names... Crane is the best known 
name in plumbing. 

The complete plumbing line includes bathroom fixtures, 
kitchen sinks, laundry tubs—all of them equipped with 
finger-tip Dial-ese controls. In heating, Crane supplies 
everything required for any home system. . . warm air, 
hot water, steam . . . coal, coke, oil, or gas. 

See Sweet's Builders’ File for selections from the Crane 
line—and be sure to check your requirements early with 
your Crane Branch or Crane Wholesaler. 





for every budget... 
It doesn't take a fat purse to enjoy America’s favor- 


ite plumbing. Take this Crane Neu-Era Group, just 
right for modest budgets. It lacks nothing in de- 
pendable service, nor in the lasting gleam of the 
fixtures. Lavatory and bathtub alike are equipped 
with Dial-ese faucets, just as in the most commo- 


dious Crane bathrooms. 


CRANE CO.. SENERAL OFFICES; 836 SOUTH MICHIGAN AVE... CHICAGO 5, ILLINOIS 


PLUMBING AND HEATING 
VALVES + FITTINGS + PIPE 


NATION-WIDE SERVICE THROUGH BRANCHES, WHOLESALERS, PLUMBING AND HEATING CONTRACTORS 









































To the beauty of big windows, Thermopane* adds the 
advantages home buyers demand . . . comfort, convenience, 
heating economy. 

This double-glass insulating windowpane cuts heat loss 
through windows, reduces downdrafts, saves fuel in winter. 
In summer, Thermopane helps keep rooms cooler. With 
Thermopane, year-round window insulation is built in. 

Thermopane is available in standard sizes for fixed and 


é ‘ Ye . Two Panes of Glass 

movable sash. For details, consult an L-O-F Glass Dis- s 

tributor and write for our Thermopane book. *® , 4 
I Blanket of Dry Air ‘ 





Ame, 


| Mo, | YS, fi Bondermetic Seal* 


(Metal-to-Glass) | 


v 

Made only by ty 

LIBBEY-OWENS-FORD GLASS COMPANY a eee i 
1039 Nicholas Building, Toledo 3, Ohio 
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Cutaway view of Thermopane 
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Arthur F. Moratz, Architect, Bloomington, II! 


“SOUND” PLANNING CALLS FOR 
BUILT-IN TELEPHONE RACEWAYS 


It’s easy to build a “Telephone Planned” home. 
That means concealed telephone wires, and 
preplanned, conveniently located telephone 
outlets. 


Telephone raceways will do the job. Just a 
few short lengths of pipe or tubing, installed 
during construction, will carry telephone wires 
inside the walls to the outlets. 


For homes of any size, your Bell Telephone 
Company will be glad to help you plan modern 
telephone arrangements. Just call your Tele- 
phone Business Office and ask for “Architects 
and Builders Service.” 


BELL TELEPHONE SYSTEM 


>, 
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Today you can install beautiful Mosaic tile at less cost than ever before——with 
Mosaic’s fast, economical Lockart Method! For here is an exclusive process that 


permits direct application of tile right over plaster, brick, metal, concrete 
or plastic wall-board. You save time, money, labor. Application costs 
on new work are reduced as much as 300%. You'll save up to 40 on renovations. 


(WW HARMONITONE line | 


Furthermore, only Mosaic brings you amazing demonstrated that Mosaic tile, attached to 
HARMONITONI a remarkable new range of plaster wall-board with the Lockart Method, 
36 glazed wall tile colors (1), color-coordi- withstands shearing pressure equivalent to 
nated with 24 unglazed floor tile colors (2), all about 2800 Ibs. to the square foot! 





chosen to harmonize with each other and pro- 


vide a tile color range never before available. Sizes 


No Metal Lath or Scratch Coat Required A) @ a, a sO" x wulp 





6” and 6” x 3” 
When you specify Mosaic tile and the Lockart Finished in un- See how distinctive Mosaic tile is doing 
Method, no structural changes are necessary. usual ceramic mosaic an outstanding job in remodeling, 
| There’s no dirt—-no mess. Moreover, shear tests sizes pasted about 2 and on new work in many types of 
conducted by the U. S. Testing Laboratories sq. ft. to the sheet. buildings. Use the coupon, consult your 


Mosaic dealer or your local Mosaic 
office. (See the latest Mosaic folder 
in Sweet's Catalog.) 





THE u ! 

, P Mail) DEPT. 12-3 THE MOSAIC TILE COMPANY, Zanesville, Ohio | 

, Please send me | 

| til her tin CIENTS | , | 
| | This is Mosaic Tile Name of nearest Mosaic dealer | 
TILE COMPANY | . Streamline Tile Jobs with the Lockart Method | 

| | NAME 
Zanesville, Ohio | | 

| BUSINESS | 

Stekshoe- Sils Caumsil af Amoi | ADDRESS | 

| city ZONE STATE 

Over 2000 dealers to serve you © Offices in principal cities L J 
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{ “BACK IN NOVEMBER 1937 we 
installed 45 Servel Gas Refrigerators . . . 
and they are still giving our tenants 








noiseless, dependable service .. . at con- 





tinued low cost, too.” 


PETERSON-HALVORSEN 
Managers of 3521-29!'4 Broadway 
Chicago, Illinois. 





ear ‘ ; 
“FOR OUR NEW 24-APARTMENT i} | 
BUILDING we chose Servel. After ob- 
serving refrigerator performance for the | 
past ten years, we decided that trouble- } 
free service was the feature we desired 
most.”” 

LARSEN & BLIX 


Managers of 2626-32 West Gregory St. 


Chicago, Ilinois 





“AFTER 15 YEARS OF EXCELLENT SERVICE, my 
tenants thank me, and I thank Servel for the Gas 
Refrigerator’s low-cost operation and year-after-year 
dependability.” 
BASIL GAVIN, Treasurer 
Boston Management Corp. 
137-143 Park Drive 
Boston, Mass. 


“OUR NEW GAS REFRIGERATORS — installed a 
short time ago— have already convinced me that 
Servel is my best refrigerator investment . . . by far!”’ 
PAUL LIVOLI 
Fairfield Gardens 
Watertown, Mass. 








6 March, 1949 — Nationa Rear Estate anp BUILDING JOURNAL 






















= 


apartm 


*"WAY BACK IN 1933 we chose Servel 
for our 56-room apartment house. Thanks to 
that wise choice, our tenants have enjoyed 
16 years of silent, dependable service . . . at 
very low cost.” 


JACOB BROMBERG 
President of the 6930-62nd St. Corp 
Ridgewood, Long Island, New York 


Noiseless, dependable operation year 
after year is the reason for the Gas 
Refrigerator’s steady rise in preference 


Down through the years, the Servel Gas Refrigerator 
has been a favorite with apartment owners. From ex- 
perience they have learned that tenants welcome the 
silent refrigeration that only Servel can give. 

Tenants also appreciate the Gas Refrigerator’s de- 
pendable ‘“‘always on the job” service. They don’t 
have to worry about mechanical breakdowns which 
can cause costly food spoilage and annoying interrup- 
tions to their daily living routines. And, of course, 
apartment families are enthusiastic over Servel’s many 
modern conveniences, including the spacious frozen 
food compartment . . . roomy moist cold, dry cold sec- 
tions . . . and the over-all big, flexible interior. 


Low Operating Cost... Lowest Upkeep 


Even after many years of faithful service, Servel oper- 
ating costs remain remarkably low. You'll also find 
that repair and replacement bills stay at the minimum. 
The Gas Refrigerator does not lose efficiency with age 
because it has no moving parts in its freezing system. 
There’s not a single piston, pump, valve, or compressor 
to break down, wear out, or get noisy. Only a tiny, 
silent gas flame is needed to circulate the refrigerant 
through Servel’s different, modern operating system. 

See your Sweet’s Catalog for full information on the 
Servel Gas Refrigerator . . . or write to Servel, Inc., 
Evansville 20, Indiana. 


ent OWNEIS on 









Serve! 


“JUST ABOUT TWO YEARS AGO we 
installed 89 new Servels. What sold me on 
the Gas Refrigerator? Why, no noise, no 
wear, low operating cost, and longer life, of 


course.”” 


MORRIS LAINOFF 
Agent for Kings Tower Realty Co 
1525 E. 26th Street, Brooklyn, N.Y 
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HEE TROCK story 


WALLS and CEILINGS 
tu £ he lame 


What's behind the beauty of this room? 















If you could roll back its decoration, you'd see a broad 
flowing surface —smooth and seamless to the 

most observant eye — ready to enhance any form 

of decoration. 

You'd see a wall or ceiling surface achieved 

in hours, not days—and so strong it will remain 
beautiful year after year 

More important, it will fight fire! 

In fact, you'd see Sueerrock —the wallboard made 


of gypsum, a mineral that will not burn 


That's the Amazing SHEETROCK Story in a 
nutshell. So if you're planning to build or remodel, 
ask for SHEETROCK 


There 14 ouby WE... 


SHEETROCK . 


The Fireproof Gypsum Wallboard : 





United States Gypsum 
Chicago 














a 
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WELL-BUILT HOMES -/ 
é 


@ National Homes’ choice of well-built, traditionally styled houses, beginning 
with the “Thrift Home” at approximately $6,000 and ranging upward in price 
to about $13,500 for a four-bedroom, makes them today’s most popular homes. 
Exterior designs and floor plans meet varied practical needs and tastes, and 
prices are within the reach of the largest segment of the market. Indeed, the 
“Thrift Home,” produced in both two and three-bedroom sizes, is placing home 
ownership within the reach of thousands of families for the first time. National 


Homes are sold only through authorized dealers. 
ALL NATIONAL HOMES ARE ELIGIBLE FOR FHA INSURED MORTGAGES 


@ Send for our Brochure of 
the complete line of National 
Homes and information about 
“Thrift Home” shown at right. 





CORPORATION 
LAFAYETTE, INDIANA, U.S.A. 
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PLYBASE is a NEW grade of Interior- 
type Douglas fir plywood— manufac- 
tured especially as a smooth, firm, 
rigid base for linoleum, asphalt tile, 
wall-to-wall carpeting and other simi- 
lar floor coverings. PlyBase is an ex- 
cellent backing for wall tile and other 


panel materials. 


Floor Coverings Look Better...Last Longer... 
When Laid Over PLYBASE 


NATIONAL 


Linoleum, Tile, Carpeting— 
All Need This Better Base Panel 


Because it presents a smooth, solid base. PlyBase 
reduces wear on linoleum, carpeting. asphalt tile 
and other modern wall to wall floor coverings. 

Quick and easy to install . . . there are several 
handy panel sizes to meet the needs of any job. 
Because joints and cracks are reduced to a mini- 
mum. the smooth, firm surface reduces over-all 
wear. 

Sanded smooth, PlyBase presents a surface that 
is tight and solid for best finished covering ap- 
pearance and wear. In addition to new work, Ply- 
Base serves well in remodeling to cover old, 
rough, worn flooring with a smooth, firm surface 
for new covering. 

For walls, too— PlyBase serves as a backing for 
wall tile and other wall coverings requiring a 
smooth, solid backing. 


For Subflooring—PLYSCORD 


Under PlyBase, or any other type of finish floor- 
ing, PlyScord is the ideal subflooring. It offers a 
rigid, sturdy working platform .. . insulates and 
protects against cold from below. PlyScord can 
be quickly, easily and economically applied for 
roof and wall sheathing as well as for subflooring. 
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INTERIOR-TYPE 
Douglas Fir Plywood 






GRADE B-D 
DFPA. INSPECTED 


PLYBASE ix a \ew crave of Interior-type 
Douglas fir plywood with a face of B (solid) 
veneer, and a back of D veneer. All sanded 
both sides, For full details on PlyBase use 
and application, see Sweet's File, Architee- 
tural. or write for the new 1949 Basic Ply- 
wood Catalog. Also available is a new book- 
“The Wood of 1,000 Uses”. Douglas Fir 


Plywood Association, Tacoma 2, Washington. 


PLYBASE THICKNESSES: 3 16”, 4", 98”, Vo” 
and 34" 
PLYBASE WIDTHS: 30”, 36”, 42”, and 48” 


PLYBASE LENGTHS: 60°’, 72”, 84”, 96”, 108”, 120”, 
and 144” 


. Ye”, 


Douglas Fir 
PLYWOOD 


LARGE 
LIGHT %. i) 


STRONG 











aA IT FOR ELECTRICAL LIVING 


NAHB 


the WESTINGHOUSE Way 


For Best Utilization of Kitchen Space 


For years, Westinghouse has carried out exhaustive studies to deter- 
mine how to design maximum usefulness into kitchens. Now these 
studies are available to help you put greater value and buyer appeal 
in your houses. 


For Latest Ideas on Economy in Laundries 


Automatic washers and dryers have changed the laundry habits of 
America. Happily, for builders, laundries designed for this new 
development require less floor space. It means dollars saved, plus 
powerful sales appeal. We'll show you how. 


For Lighting That Adds Dramatic Showmanship 


Good lighting is a vital part of modern living. Decorative lighting 
provides a detail that adds a dramatic lift to exhibit houses. Pros- 
pects see in these details a distinctive feature they can point to with 
pride . . . softens them for a sale. 


For Wiring That Assures Buyer Satisfaction 


No-Fuze Loadcenters serving the right number of circuits—and 
properly placed switches and receptacles—are the requirements of an 
electrical system that will put life in a house, the kind of life your 
prospects are expecting in an electrical age. 








NATIONAL 


HOME WEEK 
SEPTEMBER 11-17 
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you can 6 SURE.. i irs 
A ape, 


Westinghouse 


EQUIP IT WITH PRODUCTS HAVING 


Outstanding Consumer Acceptance 











New Models That Ring the Bell 


An unprecedented wave of approval heralds the new line of 





Westinghouse appliances, further evidence that the continuing study 
by Westinghouse of what housewives want gets results. It’s your 
assurance that this equipment will add power to your selling. 





Heaviest Advertising in History 


Always well advertised, Westinghouse appliances will be backed with 
the heaviest advertising program in history during 1949. Every day, 
millions of people will see and hear this great name . . . be reminded 
of the superior value of its products. You can put this advertising to 
work for you. 








Products That Have Demonstrated Outstanding Service 


30,000,000 owners testify to the excellence of Westinghouse products. 
Likely, many of your prospects have some Westinghouse appliance .. . 
are enthusiastic owners . .. accept this equipment as evidence of inbuilt 
quality in your houses. 





Visible Trademarks That Help Sell 


The Westinghouse trademark on appliances is one of few marks of 
quality that are visible in your house. Most other materials and equip- 
ment lose their identification, once they go into the house. With the 





— distinguished Westinghouse nameplate, you give the owner a lasting 
—_ symbol of the quality of the entire house. J-91584 











FREE—Helpful Planning Guides B 7 T T J R ~ 
“How to Make Your House the Hit of the Home Show”; M E S 
“Planning Book for Electrical Living Homes’—A book of 





P floor plans, Kitchen-Laundry layout, 
wiring diagrams and dozens of idea pictures of interiors. 


Write Better Homes Bureau, Westinghouse Electric 
Corporation, P.O. Box 868, Pittsburgh 30, Pennsylvania. 
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A.M.O. * 
A. M. O. 


A. M. O. 


A. M. O. 
A. M. O. 


PROPERTY OWNERS: for a list of 
your nearest ACCREDITED MANAGEMENT 
ORGANIZATIONS, write the Institute of Real 
Estate Management, 22 West Monroe Street, Chi- 
cago, Ill. (Affiliated with the National Association 


of Real Estate Boards.) 








No firm may display the 
4.M.O. emblem until it 
has been submitted to, 
and passed, a_ careful 
scrutiny of its operations, 
as to both experience and 
financial responsibility 
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Time saved installing Bilt-Well Standardized, Precision-made Woodwork 
reduces building costs. Production-line methods speed up the flow of 
woodwork to Distributors’ Warehouse. An adequate stock insures prompt 

delivery, saving money by eliminating delays which add to build- 








ay, Sia ing costs. Here is one of the solutions to today’s biggest 
\ ee 1-4 td 
sid dn néwepsary problem . . .‘‘How can building cost be reduced? 
1866 — 1949 BILT @ WELL CARR, ADAMS & COLLIER CO. 
— mrTip afr Dubuque, lowa 
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De You Know 


YOU CAN INCREASE QUALITY 
AND REDUCE HOUSING COSTS 


asing all three 
SISALKRAFT PRODUCTS 


4 SISALKRAFT Reinforced Building Paper 


SISALKRAFT is the best sheath- 
ing paper that money can buy! 
Costs very little more than ordi- 
nary tar paper .. . but it costs 
less to apply. Use SISALKRAFT 
a OUTER WALLS over sheath- 
. for INTERIOR WALLS, 
roy a 1 Vapor- barrier (FHA-ap- 
proved) . . . UNDER WOOD 
FLOORING . .. UNDER RUB- 
BER TILE for “on-grade” floors 
. OVER SUB-FILL (under 
concrete slabs) . . . under radiant heated floor dubs. 


2. SISALATION Reinforced Reflective Insulation 


At about $25 per 1000 sq. ft., 
SISALATION saves 50% or 
more, compared with bulk or 
blanket-type insulation. SISALA- 
TION also costs less to apply. 
Provides BOTH sidewall insula- 
tion and vapor-barrier (FHA-ap- 
proved). Lining attics with 
SISALATION makes them more 
livable and attractive. ¢ SISALA- 
TION and SISALKRAFT, used 
together, provide modern DRY 
WALL construction ... SISALA- 
TION for effective insulation and 
vapor-sealing from the inside . SISALKRAFT for weather- 
sealing from the outside. Highest QUALITY construction at 
low cost! 


3. COPPER ARMORED SISALKRAFT 


For about 75¢ per window or 
door opening, you can get this 
pure copper flashing. Highest 
quality, low-cost, enduring pro- 
tection ... for flashing door and 
window openings, foundation 
damp-coursing, ridge roll and 
other flashing, waterproofing 
shower stalls .. . and other con- 
cealed flashing uses. 


See Sisalkraft Insert in 
Sweet's BUILDERS’ File 














Use all three 


NY 


The SISALKRAFT Co., Dept. NR, 205 W. Wacker Dr., Chicago 6, Ill. 


Please send data on all three Sisalkraft products and tell me where 
I can buy them. 







products for 
quality housing 
at low cost 


sgeeeseeeees es essseeseeess 


Name 
Address 


City, Zone & State 


ls 
0 
ie 
0 
0 
0 
0 
a 
0 
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On the Cover This Month 
Model of Better City Planning 


F major interest to the real estate industry, always 
O a driving factor toward better city planning, is 
the model community of 18,000 to 20,000 people pic 
tured on this month’s Journal cover. 

Because small communities are taking on cver-in 
creasing importance due to decentralization of today’s 
cities, planning of these communities must be serious 
ly thought out and planned. This particular model, 
30 feet in diameter, was planned and built by the New 
York Chapter of the American Institute of Architects. 

The industrial area of the model is large cnough 
to support most of the town’s employed personnel. 
One major industry and some minor factories arc 
centered around a huge, handsomely designed 1 
search laboratory. These factories are modern, well 
lit and set in landscaped grounds. They have recrea 
tional facilities and sufficient parking space availablc 
for employees to drive to work. 

Industry should take advantage of regional topog 
raphy. A river winds through this town, and along its 
banks the industrial center was developed. Exporting 
is done mainly by water, though the area is also served 
by railroad sidings and a motor transport with its 
terminal conveniently located in the industrial area. 


Around the Clock Tenant Service 


I'S AFTER working hours. Your lights suddenty 

go off or a drain clogs up or a pips springs a lcak. 
You're in for a financial and emotional headachy 
unless you happen to be a tenant of George D. Cartes 
Carter Realty, Chicago. 

Mr. Carter operates a round-the-clock maintenance 
service for the 3,200 dwelling units under his man 


| agement. A crew of I] men, plumbers, electricians, 


decorators, carpenters, laborers, and mechanics are 
on hourly call, year round, for emergency repairs. 

The service, in operation for more than 20 vears, 
has resulted in something more than better tenant 
landlord relations. Mr. Carter says, “From a financial 
standpoint, a very considerable savings results to the 


| property owners. The buildings are kept in a proper 


state of repair to the satisfaction of both owner and 
tenant. 

Located at the rear of the company’s offices, th 
50 x 90 foot workshop and warehouse is divided into 
sections for the storage of paints, wallpaper, lumber, 
plumbing, electrical and janitor supplies. A wide va 
riety of tools, an efficiently arranged shop plan, and 
a stock control system insure economical operation 
of the service. An inter-communication system be 
tween the main office and the shop correlates the 
dispatching of maintenance personnel. 

\ supervisor, emploved on a full-time basis, assigns 
and inspects jobs on completion. It is his job to see 
that the right man is placed on the right job at th 
right time with sufficient equipment to complete the 
work effectively. Regular trips through the various 
properties helps spot trouble before it develops, and 
provides a running check on the cleanliness and con 
dition of the buildings. 

Three trucks are kept in operation or readiness at 
all times. Two are panel trucks equipped with the 
plumbing materials, tools and supplies which arc 
needed in a day-to-day work schedule. The third 
open, one-ton truck is used for heavy work. 
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(ou. choose the plan 


CURTIS HAS A KITCHEN 
TO FIT IT 


i | 
Here’s an L-type kitchen arrangement—made up of 
Curtis sectional kitchen units. Twenty basic unit 
| types—a total of 70 sizes—give you a wide range in 


eet re. planning for individual needs and tastes. The di- 
~n 
x a «a ne , 


mensions of Curtis units have been standardized to 
ae 












co-ordinate with other standard kitchen equip- 
ment. Remember, these are wood cabinets—de- 
; signed for durability—with the quality construc- 
ction for which Curtis is well known. 





In this U-type kitchen, note how the Curtis sectional 
units provide an efficient and step-saving arrange- 
ment. The Curtis kitchen cabinet line includes spe- 
cial units which “go around a corner” to provide 
extra storage space. Curtis cabinets come painted 
white and are used by some, temporarily, just as 
furnished. Others give cabinets another paint coat 
in the color of their choice. 








This simple arrangement of Curtis cabinets is prac- 
tical for the small home or apartment. Note the 
ample working space which these units provide. 
Curtis kitchen units are easy to install, in any size 
or shape of kitchen. The line includes such features 
as broom closets, pan units and snack bars. Beauti- 
fully styled hardware is furnished—to be applied 
after installation of cabinets. 





Curtis kitchen cabinet units are available for prompt shipment 


ee ee ee Oe Oe. Oe. OU. Oe. Oe ee  e.LlLCUre 
CURTIS COMPANIES SERVICE BUREAL 
RJ-3K Curtis Building, Clinton, lowa 
Gentlemen: 
Please send me literature on Curtis kitchen cabinet units. 


CurniS 


WOODWORK 


| OOP TT TTT TT TTT TTT TTT TT ree ee 





RE ctttictint tbseeiaesenindestexesisentiesbinxtons ee a ee 
When in New York, visit the Curtis Woodwork Dis- 
play at Architects’ Samples Corporation, 101 Park 
Avenue, New York City. 


Cit cdg eee dbdnebeeekeseeeedenasbosewes é BNNse20004000006000 
1 am (Architect, Contractor, () Prospective Home Builder (Student. 
Please check above. 


r 
! 
! 
1 
| 
I 
i 
! 
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WORLD'S LARGEST MANUFACTURERS OF FURNACE BLOWERS 


PROFIT. 
SELL.. 





pon ho 


When You Build-in 
Ylitcaie COOLING 


The quickest way to a prospect's heart and his pocketbook 
is to show him the comforts and conveniences ready for 
him in his new | Niteair Fans offer him the 
ultimate in cool, healthful, refreshing comfort 


rome. Lat 


During 


those hot summer months he'll sleep cool as a cucumber 
in the house that YOU built and SOLD him! And he'll 
thank you for it! 


Ylittitte PANEL UNITS 





Niteair Attic Fans 
Their marvelous cooling benefits are truly astounding in 


are adaptable to meet any situation. 


homes large and small. Available in a complete range of 
sizes (30", 36”, 42”, 48” blade size) with discharge 
capacities tor every requirement. Ratings begin at 7611 


C.F.M. and go up to 17,564 C.F.M. Make preparations 
to see and install a “‘Niteair’’ Attic Fan, now. 


YVliltitld RANCHER 








The Lau Rancher is tops in 





cooling efhciency for homes 
of low root type construc- 
tion Qi ick Casy 
economical to build-in 
Mounted horizontally to dis 
charge upward and outward. A complete 


ceiling shutter 


Contes’ sealed bearings—airtight cushion seal. Two 
} ’ sizes. The 30” fan rated at 6409 C.F.M. and 


package unit—automatic 


the 36” tan rated at 8780 C.F.M 


Write Today—Dept. "'J’’—for Complete Information 


BLOWERG6424an 


SAY TOR 7 





oH!IO o: $24 
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Bomb Threat Means Relocation 


By R. C. ERSKINE, M.A.1. 
Seattle, Washington 


hl pew PUNITY is banging at a lot of new doors 
today, the doors of live realtors in well located 
small cities remote from logical atomic bomb targets. 
The exclusive prerogatives of big cities have largely 
disappeared, and now a compelling reason for lo 
cating people and production in small scattered groups 
has entered the stage between acts, introduced by the 
atomic bomb threat. 

The National Security Resources Board, Washing 
ton, has issued a pamphlet from which T quote: 

“A location less than three miles from a potential 
target center of an atomic bomb is seriously vulnes 
able.” 

Attack upon areas of industry concentration less 
than five square miles or urban concentration of less 
than 50,000 people will probably not be economically 
feasible unless they contain specific installations of 
decisive importance to the nation’s capacity for de 
tense.” 

Thousands of realtors and their clicnts have become 
wealthy in the past few vears by taking advantage of 
the fact that business sub-centers are logical and her 
to stav. Other thousands have rich through 
mass residential construction with government funds. 
And both these groups have performed useful services. 

We are now contronted with a new situation and 
opportunity, vastly larger and more important. This 
decentralizing movement is in progress. Quoting again 
from the pamphict previously described 

sy almost 50°, of the plants located sinc 
are in towns of 10.000 or less.” 

“Only one-third of the plants built: or acquired 
1910 are in cities of 100,000 or over 

It is all important that the decentralization of indus 
try and population now under way be accomplished so 
as to do all possible good and no harm. Plant sites 
should be located away from residential areas. Smoke, 
noise, and other nuisances should be reduced to a min 
imum and a large cnough site purchased to provid 
adequate off-street: parking. Car parking space and 
ornamental planting should form a broad buffer strip 
around the industrial plants separating them from 
business and residential areas. 


becon 


1910 


STNCE 


Dwelling sites should be adequate in size; schools 
and public utilities should be expanded so the new 
people and industries will be well provided. Then 
coming will bring new money to pay for these ex 
Pansions. 

If the whole matter is handled in the American 
tradition of efficiency the threat of the atomic bomb 
mav prove a blessing by hurrying us toward a bette 
wav of life combining citv and country advantages. 

And after this decentralization has taken place, 
should atomic bombs be exploded a lot of population 
and industries will still be available which would have 
been wiped out had it staved in the big cities. 

Now let realtors and other community leaders in 
well located towns and small cities take account of 
their town’s advantages and make them known. 

Unless I miss my estimate worse than I have been 
in the habit of doing there are a whole lot of small 
cities scattered around the country which will find 
themselves twice as big and four times as prosperous 
night, and the men who have led this 
movement will be congratulated and cnriched 


almost over 
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THERE’S A 


®IGCH7 WAY 


TO DO EVERYTHING 


a 


-and there’s a Right Grade 


of WEST COAST WOODS 
for every building use 


G.: the upper-hand on low-cost housing. Specify the 
least expensive grade of lumber suitable for your 
purpose ... and that meets the requirements of sound 
construction. Today’s price difference between grades 
makes real savings possible . . . while retaining all the 
qualities which make wood your client's favorite 
home building material. 

It will pay you in every way to build with the right 
grades of time-tested West Coast Woods. 


Timber is a crop...and grows on tree farms. Lumber, properly 
used, represents less than 20% of the cost of the average home. 
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IT’S SMART TO BUILD WITH THESE 


WEST COAST WOODS 
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FREE BOOKLET! 
This illustrated booklet “How to Build Well 
and Save Money,” is being offered to your 
prospective customers through national ad- 
vertisements. You'll want 
to get a copy for your 
own information. 


SEND COUPON 
TODAY FOR YOUR 
FREE COPY! 





- and sare , aie} 
west coast wooos 
1410 S.W. Morrison, Room No. 645 

Portiand 5, Oregon 





== 4 


Please send me your t klet 


! 
' 
i 
' 
! 
' 
' 
! ! 
‘How to Build Well and Save Money.” 

| 
i ' 
! ' 
1 Name_—_— ——— — | 
H ! 
! 

Addre a = 

! saa i 
! ' 
i Cit re Zone tate__ I 
' i 
ce cr ee ee ee ee ee aan d 





19 















Contractors and 


Builders 


Most every basement develops a water problem at 
one time or another. 

It is good business to offer security to the home- 
owner by waterproofing the basement while it is new 
and before water has been attracted fo it. 


THIS IS A WET BASEMENT PROBLEM 
TO THE BUILDER AND HOMEMAKER 





WATERPLUG, a quick-set hydraulic compound, seais streams of 
active water and seepage from entering through wall. Set begins 
in from 3 to 5 minutes after mixing water is added. 





THOROSEAL, a slow-set hydraulic compound, gives the applier 3 


to 4 hours, before set begins, to brush THOROSEAL into the 
masonry surface. (Scrubbing not necessary, as THOROSEAL is 
prepared especially to flow easily and quickly into every crack, 
void and defect in the surface, where it becomes structurally 
stronger than the surface to which applied.) 


WRITE NOW 


for circulars descriptive, in photographic detail, of how to 
waterproof a basement, how to protect the exterior surfaces 
ae block, brick, concrete or any type masonry 


PRMNAQHCO PEMNOWOTH QCrUAMHDS 


THE 


sNitedae 


SYSTEM 


d Dry Wall Products, Inc. 


New Eagle, Pennsylvania 





Letters to the Editor 











“T read with interest, in the February issue, the arti- 
cle, ‘Selling Houses ‘Today Calls for a CHANGE OF 
PACE.’ 

“Attention is directed to next to the last paragraph 
on page 22, column 2: ‘Some of us make the mistake, 
etc. 

“As I analyze this, the broker or salesman quotes a 
price which he knows is actually higher than the price 
the owner will take. Assuming the asking price is 
$11,000 when $10,000 will actually buy the place, what 
is the broker or salesman going to do if his prospect 
says, ‘Tl take it at $11,000°7 (We all have prospects 
now and then who will not quibble — they either take 
it at the price quoted or pass it up entirely.) 

“So my question is — how could the broker, the sales 
man, and the owner have a clear conscience if the buy 
er was allowed to pay the $11,000? 

“My interpretation of the paragraph may be incon 
rect. If so, I shall be grateful for a clarification there 
of.” 

Herbert L. Zoering 
Sedalia, Missouri 


JOURNAL editors went directly to the author of 
February’s selling article, Albert $. Swanson of Scars- 
dale, New York, to get his exact interpretation of the 
statement to which Mr. Zoering refers. Here is Mr. 
Swanson’s reply: 


“T still maintain that the salesman should quot 
a property at the asking price the owner has estab 
lished and not at the price at which the salesman 
knows it can be delivered. 

“If he accepts the listing he has a definite obli 
gation to the owner, who pays his commission, to 
quote the property at the price listed. The mere 
fact that the owner has indicated, possibly through 
some former negotiation, that he will accept a lower 
price, does not give the salesman the right nor is it 
good business on his part to offer the property at 
the figure which the owner might reluctantly accept. 

“While conditions may vary in different parts of 
the country, and granted that there may be some 
buyers who will cither take or leave a property at 
the price asked, our experience has proved that the 
great majority of buyers make offers against the 
price at which the offering is submitted. 

“On this premise, any salesman who offers prop 
erty at a confidential taking price is selling the prop 
erty short and is merely inviting offers below that 
figure which probably will not be accepted. 

“So I maintain the salesman is making it hard fon 
himself if he reveals a confidential taking price too 
early in a negotiation, that he should retain that 
information ultimately to close the deal if necessary. 
On the other hand, I can see no reason why the mat 
ter of conscience should be involved if by chance the 
prospective purchaser is willing to pay the asking 
price. The salesman has merely fulfilled the condi 
tions of his employment under the original listing 
and procured the price at which the owner listed 
the property.” 
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Douglas Fir Doors marked “FDI-B” meet these 


FIR 


NATIONAL 


Department of Commerce Standards 





KB 
FDIBP 


When the letters FDI appear as 
part of the grade trade-mark 
they certify that the doors so 
marked not only meet quality 
Commercial Standards CS73-48 
but have been officially inspect- 
ed by the Fir Door Institute and, 
at the buyer's request, will be 
covered by notarized Certificate 
of Inspection. 























* 

BP doors are of multiple-niece 
stile construction: ans eso 
designated because t are 


ideal for paint or enamel finish. 


DOOR INSTITUTE 


Tacoma 2, Washington 
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STILES, RAILS, AND MULLIONS—This stock shall be of ver- 
tical grain faces with some coarse grain permitted. It shall 
be sound in all respects, and may contain sap, light stains, 
streaks, burls, and neatly repaired pitch seams. Glued-up 
members are permissible. A moisture-resistant glue shall be 
used. Mixing of woods is permissible provided both stiles 


are of a single specie. 


PANELS—FLAT VENEERED—The standard thickness of 3- 
ply flat veneered panels shall be 14 inch after sanding. Each 
face shall be of one or more pieces of firm smoothly cut 
veneer. When of more than one piece, it shall be well joined 
and reasonably matched for grain and color at the joints. 
It shall be free from knots, splits, checks, pitch pockets, 
and other open defects. Streaks, discolorations, sapwood, 


shims, and neatly made patches shall be admitted. 


PANELS—RAISED— The standard thickness of raised panels 
shall be not more than 9/16 inch before sanding and not 
less than 7 16 inch after sanding. They may be either slash 
or mixed grain, or mixed woods and shall conform to the 
grad» of the stiles and rails. Glued-up, solid panels are 


permissible, 
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Take any one 


Kelvinator’s complete line of “Space-Saver” 
refrigerators...6 new models... 


all one width 31: 


—for easier kitchen planning! 


Choose models by budget—no change in floor 


plans needed! 








> It’s the new complete line of 6 superb Kel- 

vinator Refrigerators. Model for model . . . 
all are 3114" wide. Pictured at the left is the 
new 8.6 cu. ft. Model RS... that holds nearly 


50% more food than previous 6 cu. ft. models 





of the same floor dimensions. Value-priced 





i and Kelvinator top quality throughout. 
Only Kelvinator offers the flexibility of 
uniform widths for easier kitchen planning. 











Simplify and save—by specifying Kelvinator! 





ig alwasecatote 


MORE! 4 RANGES AND HOME FREEZER... ALL ONE WIDTH — 39°! 











Get Kelvinator’s 1919 ~Space-Saver” Package. 
“Space-Saver” Refrigerator only 24 in. wide is 
full 6 cu. ft. Companion range is only 21 in. 
wide. with advanced design permitting instal- 
lation flush against wall. Top-of-the-line qual- 
itv throughout. For further information. write 


Kelvinator. Division of Nash-Kelvinator Cor- 





poration, Detroit. Michigan. 
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Unite in a Common Cause 


NDICATIONS as we go to press that the multi-billion dolla 
socialized public housing bill may pass, poses the important 
question, “What can we do about it now?” 


There's a lot to be done, and it’s time we started doing it. 


If we are right in the belief that the present bill is only the begin 
ning — and enough public housers and labor unions have said that 
it was — then let’s make our stand on that basis. The camel has 
more than his nose in the tent — if we work hard enough, perhaps 


we can stop him there, or back him out. 


Our first step is to realize our mistakes of the past, and profit by 
them. 


In the opinion of the Journal we have erred in two ways: 1) We 
have skimmed only the surface of public opinion, and 2) we have 
failed to unite in a common cause. 


Realtors and home builders individually and collectively have 
worked long and hard to get the facts on public housing before 
legislative committees, members of both Houses, and even to the 
President himself. But we are paving for our derelictions of previous 
years. We have failed to get our story to the grass roots, so from the 
grass roots has come to public office men who have promised the 


very things to which we are opposed. 


It is time that we united as an industry to do a thorough, syn 
chronized campaign reaching to every family in America. This is 
a vast job, but we have the resources and the manpower to do it if 
we do it as a team. We need to co-ordinate the work of the realtors, 
home builders, manufacturers, mortgage bankers, savings and loan 
associations, apartment owners and managers, even the United 
States Chamber of Commerce. We should establish a central com 
mittee that will manage and finance a campaign. We need the best 
brains of the industry to work on slogans, literature, tactics. Once 
the campaign is in order, we should have aroused local action, 
speakers who really make speeches before groups whose votes count, 


house-to-house canvasses, and publicity key« d to the local level. 


Such united action need detract nothing from the splendid work 
all such groups are doing at the seat of government. Nor need it 
detract from such campaigns as National Home Week, Keys to 
Happiness, and Constitution Day. But it will prevent the dissipa 
tion and duplication of finances and effort. Together we as an indus 
try can make an impression on the public that no one of us can 


make individually 


We have roughly one vear and a half before the next Congres 
sional elections. No matter which political party shows supremacy 
then, or two vears later, we as an industry should make certain that 
no election implies a “mandate” to socialize America. A start has 


a sizable start let's be the ones to 


thu editor 


been made in our industry 


lead a united crusade against its spread. 
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By RALPH H. CLEMENTS, Editor 


OW can the private home By doing a better job than ever, 
building industry do a better private home builders can be as 
job? sured of sustained production. And 
It has built more than 2'% mil if they can tell the story of their 


lion houses since the war. It has accomplishments with — sufficient 
found the pattern for economy zeal to the grass roots of their com 
houses. It is no longer suffering munities, they can stop public 


from shortages of material, and housing. 

to a lesser extent than formerly Calmly, without ftanfare or ti 
manpower. But it is beset by prob- — rades or heated oratory, 5,000 regis 
lems of adequate mortgage finan tered delegates to the National 
ing. It is being overloaded by Association of Home Builders con 
taxes. It needs to learn more about vention in Chicago, February 20 to 
cutting costs and about adequate 24, studied and talked and acted on 
selling methods. It feels keenly the — these things. 

threat of public housing. They didn’t find all the answers. 





Call For More Liberalized FHA 


Prospective home buyers don’t have enough down-payment 
money. 


A year ago they were using the VA-FHA combination, and this 
provided about one-third of the secondary financing. But VA loans 
have about dried up due to the 4% interest. Lenders aren’t using 
enough of the 80% and 90% FHA loans because the secondary 
market is too limited. So they are pushing 70% conventional type 
loans. In today’s sales-resistant market, that isn’t enough. 


Home builders made these statements in panel sessions, and 
followed them by calling (in their statement of policy) for restora- 
tion of FNMA authority to purchase “all FHA and GI loans,” to in- 
crease mortgage loans on 203(b)(2) to $7,600 on two-bedroom 
houses with $950 additional for each additional bedroom, and to 
permit 95% mortgages on the first $8,000 of valuation, plus 90% 
of the value in excess of $8,000 and under $12,000. 


Lenders resisted such steps as being inflationary, and said they 
would leave the government “holding the bag.” 








They couldn't pull rabbits out of 
hats. And answers that they did 
find came not only in clinic sessions 
or in general panel discussions or 
in careful inspection of the great 
cst array of building products in 
history. Many significant develop 
ments showed up piece meal 
little bits of evidence that were 
aired in’ smoke-filled reoms, in 
private builder-to-builder conver 
sations. 

Example: One westcrn builder 
bent on getting better labor pro 
duction told a select tew that he 
had reduced the number of his cat 
penters 10°, without any reduction 
in production, so he tried anothes 
10°,, and still a third 10°). He 
tound he could reduce carp nter 
labor almost 20°) over a year ago 
before any appreciable slump = in 
productivity was noticeable, and 
30°;,, before it was serious. Men 
would supply a full day’s work for 
a full day's pay when they knew 
their jobs depended on it. Prewan 
productivity was beginning to come 
back. 

Example: Numerous builders 
told Journal reporters they were 
finding their sub-contracts were 
running 10°;,, 15°,, and even some 
times 20°), under a vear ago. The 
huge “margins of safety” were be 
ginning to disappear. 

Example \ prominent larg 
scale builder had cut his own profit 
margin to show the same vield on 
three houses that he had demanded 
last vear for two, and was finding 
increased acceptance at his lowered 
COSLS Builders themselves were 
more financially secure, more ready 
to meet competition. But, builders, 
being the end-men on the hom« 
building assembly line could not 
cut costs without similar team work 
from manufacturers, sub-contrac 
tors and labor. 


Sucu things formed only the 
backdrop to the main show. Never 
before was so much going on in so 
many different places. In six con 
current morning clinic sessions 
builders explored every angle of 
better building they packed to 
overflowing meetings in which ex 
perts assembled root trusses on the 
spot, or showed movies on how to 
install dryv-wall,or demonstrated the 
best wavs to build floor slabs for 
basementless economy houses, o1 

as In a testimonial mecting the 

told) informally how they were 
building good houses in the under 
$8,000 bracket. While these special 
ized sessions were in progress, the 
Association directors were mecting 
with the big wheels of government 
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Experts give cost-saving tips 
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+ economy houses 


A bit of convention horseplay 
Beautiful models vie 


with beautiful prod- 
ucts at big exposition 


vais 


They came early and stayed late, 5,000 strong 





ANNUAL CONVENTION 


NATIONAL ASSOCIATION OF HOME BUILDERS 
STEVENS HOTEL - CHICAGO - FEBRUARY 20-24, 1949 
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and housing finance, frankly stat 
ing their problems, and asking fon 
relief. In afternoon panel sessions 
experienced builders told how to 
sell houses, how to plan_ subdi 
visions, how to build a better house 
at a lower cost. And in 141 display 
exhibits, which spread out ove 
the exhibition hall lobby and the 
hotel mezzanine, builders were pry 
ing into every new or old product 
which would cut costs and yet help 
supply sound, comfortable homes. 

Builders said the exhibits wert 


the most complete in history. They 
found none of the aloofness of 
former years. Suppliers were ready 
to talk immediate delivery, and 
salesmen eagerly buttonholed pass 
ersby with sales talks that had a 
new and refreshing note of compe 
tition as an undertone. 
Exhibitors, in turn, told Journal 
staflmen that they were delight 
fully satisfied. Many admitted that 
builders were more cautious and 
discriminating, but everywhere or 
der books were bulging, and litera 
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ture which had been so profuse on 
the opening days was a “sell out’ 
before the convention ended 


One of the outstanding results 
ol the convention was a more gen 
cral realization that home builders 
must do a better public relations 
job. Although they had flooded 


their own people with adequat 


literature, member chapters had 
not made best use of this ammuni 
tion. They were letting the public 
housers out-sell them. At the grass 
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roots, it was made clear, the battle 
should be fought aggressively. In a 
pre convention committec meeting 
it was suggested that the privat 
enterprise should be limited 
to a few main facts, and then re 
peated frequently. It should be a 
story not of mere negatives it 
should accentuate the positive, the 
full glory of what builders are do 
ing in the economy house bracket 
Chapters should sponsor speakers’ 
committees, get endorsements from 
other organizations, tell the facts 


story 
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and and other 
leaders of opinion. In a directors 


to editors mayors 


session it was decided to use the 
phrase “socialized public housing,’ 
the better to make the 
street aware of the 
housers are 


man on the 
true road the 
public asking us to 
travel. California licked state-spon 
sored public housing by the slogan, 
“Don't pay rent.” 
Ilome builder committees were set 
wracking their wits for an equally 
cllective slogan for the 
campaign. 


anybody clse’s 


national 
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On the final day a policy state- 


diree 
sei 


ment was endorsed by the 
torate after weighing every 
colon and comma 

High points of the statement 
“Four out of every five homes pro 
duced (last year) were 
families with annual 
der $5,000. Two out of every five 
bought by families with an 
less than $3,000 
full determination to con 


bought by 
incomes un 


wcrc 


nual incomes of 


(Please turn to page 42 





Economy Housing Doomed Without Better 


Financing, Home Builders Say 


b bev public wants better homes 
at lower cost and more of them, 
but as Tom Coogan, new NAHB 
first vice president from Miami, 
said at the first convention panel 
on mortgage financing, “The econ 
omy housing program is doomed to 
failure unless some changes occur 
in the method of financing.” 

Mr. Coogan’s voice was only one 
of many that made the same urgent 


plea. 
Home builders wanted a secon 
dary mortgage market, higher in 


tcrest rates for GI loans, increased 
loans for to four-family rental 
housing units, widening of FNMA 
activities. 

\s Mr. Coogan, 
the panel on financing, explained, 
Lack of adequate financing has 
caused the deve lopm« nt of extreme 

lectivity on the 


two 


moderator of 


part of mortgage 
lenders. These lenders, having only 
small sum ol 
naturally choos 


a comparative ly 


money to loan, are 

ing the mortgaecs most attractive 
to them. Thev are selecting the 
loans that carry high interest rates, 
low ratio of loan to value, and ar 


refusing entirely to buy mortgages 
ol less than $8,000 

“It is imperative that ‘Fannie 
Mae’ activities be widened to assure 
marketability on all economy hous 
ing loans.” 

On the same panel, Joseph Met 


28 


rion, Chicago home builder and 
NAHB past. president, said, “I 
think it is high time that the vet 
crans’ groups insist that the gov- 
ernment take its head out of the 
sand and permit an interest rate 
on veterans’ loans that will assure 
their sale in an open market. Until 
that are going to see a 
constantly diminishing volume ol 
home building. 

The secondary mortgage mat 
ket establishment with the FNMA 
has proven of very little value to 
the builder or to the veterans’ 
mortgage market. The experience 
of builders and mortgage men with 
frozen assets in 4°7, veterans’ mort 
gages, for which there 
ket, indicates that every 
meets them when they attempt to 
take advantage of the so-called gov 
ernment secondary market.” 

Mr, Merrion pointed to the RFC 
red tape seemingly designed to dis 
courage applicants and said, “The 
ideal have 
measure of competition among the 
leading sources of mortgage money. 
When veterans’ loans were market 
able, the builder had a choice as to 
where he would go... VA or FHA 
or possibly a building and loan 
association. Now, however, fees and 
interest. rates being charged by 
these groups practically remove 
them from the mortgage market so 


time we 


is no mat 
resistance 


situation is to some 
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By HARRY B. FAWCETT 
Managing Editor 


that the builder is again in the 
position of going to FHA with no 
chance of bargaining because that 
is the only place open to him.” 

Most of the builders expressed 
difficulty with 505 and 501 com 
bination loans. Joseph Meyerhofl 
of Baltimore, NAHB past presi 
dent, said, “There is practically no 
market for 501 loans. Unless some 
thing is done to revitalize the 501 
market, it’s a dead duck. The only 
solution is that someone has to get 
the interest rate up. Commercial 
banks are nearly out of the mar 
ket. Thev are becoming sellers in 
stead of buyers.” 

Builder Howard Ludington ol 
Rochester said, “The lending in 
stitutions of this country, in my 
opinion, will provide the necessary 
temporary and permanent finan 
ing to support a long-range pro 
gram of volume construction dur 


ing the next decade.” 

Mr. Ludington explained that 
important must be 
made in the money market an 
increase in interest rates and the 
creation of a sound secondary mat 
ket. The Rochester buildet 
the idea of an all-around central 
mortgage bank, which is now b« 
ing explored by some financing in 
stitutions, is the ideal answer to 
the mortgage problem. The bank, 
restricted to insured or guaranteed | 


two changes 


said 
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mortgages, would be based on the 
Icderal Reserve System with a cen- 
tral bank board and a series of dis- 
trict banks. 
The system would acquire mort- 
gages in any of the following ways: 
1) By purchase at par or at a dis- 
count, mortgages offered to it 
by stockholders. 


2) By loaning an agreed-upon 
discount amount of the face; 
the mortgages to remain the 
property of the borrowing in- 
stitution but the instruments 
themselves to be deposited as 
collateral security for loans 
made. 

3) By outright purchase, with re 


course against the issuing 
stockholder. The bank would 
have the right to turn back to 
the issuing institution any 
mortgage or mortgages going 
into default. 

Mr. Ludington said, “The great 
advantage of this bank would be 
to provide liquidity in the mort- 
gage accounts of the lenders.” 

(nother obstacle in the financing 
picture was expressed by those 
builders in high cost areas. . . large 
cities where costs are higher, those 
sections of the country where clima- 
tic conditions increase costs. Dur 
ing the question and answer period 
of the panel discussion, one .build 
cr asked Raymond Foley, HHFA 
administrator, “Why aren't rates in 
different areas more flexible? 
When it gets above $9500, the rate 
drops from 95°% to 75°). Shouldn't 
these areas get the same rate?” 

Mr. Foley answered. “The pro- 
vision is 95° up to $9,000 and 70% 
of the excess above that. There is 
a gradual scaling down. Essentially 
the same philosophy applies as you 


cost 
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go up the scale. All groups seem 
to think their areas are high cost 
areas, so it’s impossible to have 
sliding mortgage ceilings. It is bet- 
ter to have a fixed ceiling that is 
perhaps liberal to low cost areas.” 

Mr. Meyerhoff said, “You could 
accomplish this differentiation be 
tween low and high cost areas by 
not having such an abrupt slash in 
percentages.” 

Another builder queried T. B. 
King, director of the VA’s loan 
guaranty section, “Why haven't the 
interest rates on GI loans been 
raised from 4% to 414° as author 
ized by Congress?” 

Mr. King answered that the 
Secretary of War and the Adminis 
trator of Veterans Affairs were 
given the option by Congress to 


raise the rate to 44%. The ad 
ministrator refused to use the 
option on the basis that “from 


12,000 to 14,000 veterans are getting 
1°, loans each month” and such an 
increase would not necessarily in- 
crease the amount of veterans 
housing. 

Mr. King said that the fall-off in 
GI loans was due to the high price 
of houses. not an inadequate mar- 
ket for loans. At this, Mr. Merrion 
called for a show of hands from the 
builders present as to what they 
thought was actually the cause for 
the slump. An overwhelming per 
centage attested that it was too low 
interest rates on GI loans. 


Following are some of the other 
questions and answers given during 
the panel discussion or in the clinic 
on FHA and VA financing: 


Q. Is the FHA contemplating a re- 
duction or lowering of its stand- 
ards? 


\. No. We plan no reduction of 
standards per se. Our practice will 
be to get good design, good con 
struction. If we can lower require- 
ments and still get this, we will do 
it. However, the economy house 
program is not for cracker boxes 

. it is for well-built homes at less 
than present costs. 


Q. Are we to assume that the VA, 
by abolishing branch offices, is re- 
tiring from the mortgage field? 

\. That has no bearing whatso 
ever. The reason for the abolish 
ment are due to budget and that 
many VA activities are on a de 
scending scale. However, the mort 
gage field is not one of them. The 
branch offices of the VA were 
abolished February |. In the fu 
ture, supervision of the regional of 
fices will be direct from Washing 
ton. 


Q. Will new legislation possibly 
create a secondary mortgage mar- 
ket for GI loans? 

\. In the various bills before 
Congress there are a number which 
establish a broad secondary mar 


£ 


(Please turn to page 48) 





them by 


“The FHA has taken a 


office.” 





How Do We Do It, Mr. Richards? 


OE Merrion of Chicago asked at one of the clinic dis 

cussions a question that was bothering most builders. He 
queried Franklin Richards, FHA commissioner, “How are we 
going to build economy houses if there is prejudice against 
lenders? I don't see how 
$2,000 or $3,000 less without eliminating the 
putting the house on a slab or brick piers, constructing it of 
frame instead of stone or brick, eliminating some of the heavy 
framework that FHA requires, vet still build a sound house.” 

Mr. Richards answered, “There is a great Opportunity to 
reduce cost in any price range. Economics is going to help. 
Labor is not as scarce. Competition forces higher productivity. 
Building code revision will help. Competition in building 
materials will make them less expensive. 
broad view of 
allowance has been made for some modification of MPR, but 
we are not going to drastically lower standards and be faced 
with poor housing. We welcome suggestions on specific ways 
of lowering requirements in specific localities. We asked that 
a letter be written to all NAHB members for concrete sug 
gestions, vet only one such suggestion was received by our 


we can build a house for 
basement and 


the situation and 
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Builders Suggest Ways To Cut Costs 


U*t OF power tools, pre-cut 
lumber, site fabrication meth 
ods, more careful planning for th 
distribution of labor cllort .. . all 
these and many more suggestions 
were offered at convention meet 
ings to help builders cut costs. 

At a panel discussion, — Fritz 
Burns of Los Angeles, NAHB past 
president, told the home builders, 
“Many of the post-war tnprové 
ments so highly touted during th 
war and immediate post-war vears 
will have the opportunity of com 
ing into realization with a full 
range of materials, houschold 
equipment, and better workman 
ship available. 

“Reduction in cost by merely 1 
ducing the size of the house o 
climinating comforts is obviou 
not the answer. The industry is 
faced with the hard problem of 
not only lowering costs but im 
proving the product.” 

Mr. Burns pointed out that bet 
ter homes at lower costs are not the 
responsibility of the home buildes 
alone, but the joint responsibility 
ol every) segment, every person 
connected in anv wav with = th 
building industry. 

In discussing the research prob 
lem of economy housing, W. H. 
Scheick of the Small Homes Coun 
cil, University of Ilinois, said, “The 
industry engineered house is a good 
beginning, but not more than a 
beginning toward the effective us¢ 
olf modular coordination.” 

Mr. Scheick told of the research 
project at Hlinois (see Journal fon 
November, 1948) where savings 
were opposed to waste. Trusses 
saved lumber; joists and studs 
worked to even lengths; dry-wall 
sheets were seldom cut 

“Our chief interest centered on 
man-hour savings which totalled 
more than 20°), realized on this 
house as a result of the employ 
ment of engineered methods possi 
ble with a modular plan.” Mr. 
Scheick said. “We want everyone 
to remember that the man-houw 
savings were effected by a small 
scale builder who had not used 
engineered methods before.” 

“Economy in housing starts at 
the verv beginning,” said Clarke 
Daniel, home builder of Washing 
ton, D. C. Mr. Daniel said careful 


selection of land . location, to 


x0 


pography, soil was absolutely 
necessary. “Don't cver think that 
cheap land is essential for low cost 
housing.” 

Mr. Daniel suggested these meth 
ods tor cutting costs: devote five 
minutes of study per lot in rolling 
ground; make requests for bids and 
prices on a clear and friendly basis; 
prepare a chart to represent the 
various stages of construction; ap 
point one man, familiar with every 
phase, to be in complete charge; 
check deliverv schedules two or 
three days in advance; check weath 
er reports closely; build 25 to 50 
houses at a time with deliveries on 
four houses at a time. Mr. Daniel 
said light weight jigs and a light 
hand power saw moved around th 
job are all that is needed for light 
construction. 

Foster Gunnison, presidert of 
Gunnison Homes, New Albany 
Indiana, said that prefabricated 
homes ofler the obvious economics 
of volume production. “The pre 
fabrication system will provide the 
builder with the advantage of short 
term planning taking advantace 
of his market at its best. The manu 
factured housing industry can 
maintain its high production and 
lower costs by spreading its sales 
risks over the nation 

“The home-buying public will 
benefit, too, from  prefabrication 
methods. The consumer will hav 


the advantage of buying a ‘name’ 
house. Just like an automobile, this 
house will be backed to the limit 
by the manutacturer.” 

Hamilton Crawtford, builder and 
hom« manutacturer of Baton 
Rouge, gave these cost-saving bene 
fits for factory-built houses: “1) 
Assurance of an annual increase ol 
volume threc- or four-fold. 2) A 
minimum of field costs to control. 
3) Much increased annual income 
from having turned capital a great- 
cr number of times. 4) A> more 
favorable base upon which to s¢ 
cure financing. 5) A reasonably 
‘vear round’ building program. in 
all climates where foundations 
have been prepared in advance. 6) 
\ structurally superior product 
where manutacturers’ instructions 
are followed. 7) A reduction in 
overhead costs per house due to 
volume increases. 8) A ‘one source’ 
of materials.” 

Dave Bohannon of San Mateo, 
Californta, named four wavs to get 
economies in buildine homes on a 
large scale . . . advanc> planning, 
mass purchasing, pre-cutting ol 
parts, and streamlining of on-site 
production. 

\s for advance planning, M1 
Bohannon said that key personne! 
must be well-organized, labor r¢ 
quirements must be known, listings 
should be made of the number of 
men to be assigned to each crew 





Jefferson Village won top awards in the suburban shopping center class of the NAHB 
competition for L. E. Fite & Company of San Antonio. Judges pointed out excel- 
lence of store placement, arrangement and size of parking area in the foreground 
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“In terms of money, break down 
your budget to a weekly basis,” 
Mr. Bohannon suggested. “Know 
what cquipment the job is going 
to call for, and make a careful 
layout of yard and job facilities. 

“Negotiate with vendors for all 
requirements with delivery dates 
set to coincide with the time sched 
ule. Wherever possible purchase in 
carload lots. This often allows the 
manufacturer to produce a special 
product to specifications and_ this 
way, too, the buyer can avoid sea 
sonal price increases.” 

Mr. Bohannon said that pre 
cutting is desirable only when the 
builder is operating on a scale that 
justifies the investment of thous 
ands of dollars for one unit. “Un 
less cach item is exactly detailed, 
pre-cutting can best be confined to 
studs, rafters, joists, blocking and 
bridging. After determining thos« 
items to be pre-cut, all other items 
should be cut and assembled at the 
job site. On a large project mate 
rials can be ordered from the mill, 
sized to specifications, ‘banded’, 
and delivered by truck to the job 
site. This saves at least three han 
dling steps.” 

In other meetings, builders learn 
ed more cost-saving methods. 
“Building Methods That Cut 
Costs” was the theme of one meet 
ing in which were discussed such 
developments as basementless hous 
es, convertible attics, drv-wall con 
struction, tip-up walls, plumbing 
panels, slab construction, and flat 
roofs. 

Improved economy housing 
methods were reviewed in the clin 
ic “Economy Houses I Have Built”. 





Cameron Village won first place in apart- 
ment development for York Building 
Company, Raleigh. Rent is $19 per room 





Charles H. Freeburg, Inc., Memphis, took first place honors in Class I, small devel- 
opment of single family homes. The Freeburg project, called “Radford Village,” in- 
cludes 40 two-bedroom homes on 60x150 foot lots selling in the $7900-$8100 range 





Sumner, first place winner in the class for large developments of single family 
homes, is the project of W. C. and A. N. Miller Development Company, Washington, 
D.C. Homes in the subdivision, selling between $28,000-$35,000, are on 75x100 foot lots 





Second place award in the NAHB class for small development of single family homes 
went to Realtor-Builder James Leverett for his 23-house project in Des Moines. The 
two-bedroom houses have 720 square feet of floor area, sell between $7500-$8000 
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PREFABRICATION PANEL, left to right, Foster Gunnison, James 
R. Price, W. Hamilton Crawford, John Pease, John C. Taylor, Jr. 


Prefabs Stress Time-Saving, Flexibility, Public Acceptance 


OU can build factory-prefabri 
cated houses quicker, and 
hence get your money back quicker. 
You can order them in lots of 
one or two at a time as conditions 
permit, so you will have no unsold 
houses on your hands. 

You can supply the economy 
house bracket or the carriage trade. 

You can get standardized quality, 
and architectural variety. 

And you can sell these FHA-ap 
proved houses at a price equivalent 
to comparable conventionally-built 
houses — with the possibility that 
if you operate in a high-cost con 
struction area, your sales prices 
National Homes Corporation is pushing its “Thrift Home,” to sell for may even be lower than competi 
less than $6,000 including lot. It has 2 bedrooms, available $300 down tion. 

So said manufacturers of prefab 
ricated houses in clinic session at 
the NAHB convention, while up 
wards of 400 builder-delegates 
listened or asked questions from 
the floor. 

It was obvious to all who attend- 
ed, that “prefab” had made another 
step forward. There was a complete 
absence of the heckling, hostility, 
or contradiction from the floor that 
had prevailed in previous years 
builders this year were earnestly 
seeking information. They asked 
about transportation costs, dealer 
ship, market range, square foot 
costs, and financing. And they stay 
ed afterward in groups to get spe 
cific selling details of each product 
represented at the panel. 








Crawford Corporation is planning to crack the Chicago area W. Hamilton Crawford, presi 
market with this 2-bedroom house for $5,500, exclusive of lot den of Crawford Corporation, and 
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chairman of the NAHB Conven- 
tion and Exposition committee, 
presided. Panel mambers were Fos- 
ter Gunnison, president Gunnison 
Homes, Inc., James R. Price, presi- 
dent, National Homes Corpora- 
tion, John Pease, Pease Woodwork 
Company, and John C, Taylor Jr., 
president, American Houses Inc. 

“In most any business you are in 
these days,” Mr. Gunnison said in 
his opening remarks, “it is impos- 
sible to know how you are coming 
out at the end of the year because 
of the uncertainty of the times. 
One of the advantages of factory 
prefabrication is that you as a 
builder can buy these homes one 
or two at a time, as conditions per- 
mit. You can shift up and down 
the scale trom large homes to small 
homes, and by buying as you need, 
you can end up the year with no 
unsold homes on your hands.” 

“The prefabrication industry,” 
Mr. ‘Taylor said, “is giving the 
builder more for his money, and 
helping him to make money more 
easily. The question I wish we 
could answer ts: ‘Why is co-opera 
tion between the home builder and 
the prefabricator on such a low 
scaler’ ” 

“The reason the home builder is 
not buving more houses than he 
is,” said Mr. Price, “is because we 
haven't put our story across. But 
we're making progress. Some of the 
largest home builders in the busi- 
ness are now using prefabricated 
houses, and many more are taking 
an interest. The average buildet 
erects one of our houses in 10 days 
from the time he starts work. He 
can turn these houses three times 
faster than he can conventional 
houses. A builder is interested in 
time, money and manpower, and 
we can save on all three.” 

“We've sympathized with the 
builder who has had to take some 
30,000 different parts for a house,” 
said Mr. Pease, “and time their ar- 
rival properly, consider his weather 
difficulties, schedule inspection 
trips, and allow for changes to be 
made by the owner. We in the in- 
dustry believe we have simplified 
these problems. We are providing 
him with standardized quality. We 
eliminate cutting waste. We supply 
machine precision. We arrange to 
have all sub-assemblies done. We 
provide a fully engineered house — 
we get it right before we put it on 
the market.” 

“Today we have no problem in 
getting public acceptance for fac- 
tory pretabrication,” said Mr. Craw- 
ford. “There is flexibility in this 





(Please turn to page 42) 





Convention Repartee 


Mr. Price of National Homes: “Public acceptance for factory prefabrication is 
10 years ahead of builder acceptance.’ 

Delegate from Columbus, Ohio: “I don't agree with that statement. I'm a 
builder. I want to go into the prefab business. But no prefab manufacturer has 
ever solicited me as a dealer or buyer. I wonder if the prefabrication industry 
isn't 10 years behind the times in their methods.’ 

Mr. Gunnison of Gunnison Homes (with a grin): “What's your credit rating? 


Delegate (slowing rising to his feet): “Well, | was able to borrow enough 
money to get to Chicago.” 

Mr. Crawford of Crawford Homes (presiding): “That makes you eligible to 
be a Gunnison dealer.” (applause and laughter.) 

















Pease Woodwork Company is featuring this new model, 3 bed- 
rooms, 32 by 24 feet, 1014, at a cost of $7,500 to $8,500 without lot 





Gunnison Homes, Inc. have Master Homes at $7,000 to $8,500 
but also serve the carriage trade with Deluxe Homes like this 





American Houses, Inc., sells the materials for a home and works 
closely with local builders and suppliers for locally-needed services 
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Convention Quotes 


“The conditions that lie ahead 
are new to manv home builders. 
Those who have entered the field 


in the past eight years will come 
to grips for the first time with truly 
competitive conditions. Homes will 
have to be sold. For the home 
builder who has yet to cope with 
competitive sales problems, the best 
is to survey the market now. 
Stop and analyze the needs and 
conditions which exist in your area. 
Lhe build to meet the market de 
mand in terms of price, design, 
location, and financing — and every 
piece of material which goes into 
your houses will be a part of your 
merchandising program.” Ww. P. 
(Bill) Atkinson, Oklahoma City. 

“The goal of this program 
(economy housing), is to seek out 
ways and means of effecting econo 
nies in planning, construction, 
land utilization, maintenance, fi 
nancing in all price ranges, and 
particularly in’ the lower — price 
ranges. There can be no compro 
mise with good quality that 
would be no economy either for 
the industry or for the consumer.” 
— Franklin D. Richards, commis 
sioner, FHA. 

‘Our 
become 


advice 


economy house must not 
a shabby strip-tease model 
which will live to haunt us later. 
It must be kept to sound basic con 
struction standards and must 
build for all income brackets if we 
ire to serve all the people.” Ed- 


ward R. Carr, Washington, D. C. 


we 


The successful builder of today 
does more than just build houses. 


He coordinates the specialized 
skills essential for highest use of 
land and the related functions 
34 


which insure maintenance of neigh 
borhood character.” — David D. Bo- 
hannon, San Mateo, California. 

“They (public housers) are asking 
an astronomical sum ot $17,800, 
000,000 to be tied up in 1,050,000 
public housing units. This is in ex 
cess of $17,000 per public housing 
apartment. And this staggering 
sum does not include the amount 
ot money that the cities and towns 
ire expected to contribute through 
tax abatements. These self-desig- 
nated supporters of the people's 
rights, who protest the alleged 
“high cost” of private housing at 
$5,000 to $10,000 per unit are not 
even embarrassed when they ask for 
public housing subsidies of $17,000 
per unit. This would be laughable 
if it were not so tragic.” —Milton J. 
Brock, Los Angeles. 

“The most. difficult 
placed in the path of the builde 
of low cost homes are those placed 
by the various subdivisions of gov 
ernment itself. The zoning require 
ments of many municipalities are 
increased the moment the builder 
sets out to create low cost housing. 
FHA Minimum Property Require 
ments should be modified or waty 
ed, temporarily at least, in the con 
struction of economy housing.” 
Nicholas Molnar, Cleveland. 

“A well-conceived and planned 
garden -type apartment develop 
ment efficiently managed will 
eliminate any future slum prob- 
lems existing today. This approach 
will give permanency to our com- 
munities and provide good invest 
ment features to ownership and 
municipalities over its entire life.” 
—Charles E. Joern, La Grange 


obstacles 
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NAHB’S 1949 Board of Directors 


‘There are many indications that 
the suburban shopping center idea 
is being overdone. I believe that 
too many of these centers are being 
built, some of them close to 
each other and some of them in 
locations that are not well adapted 
to such usage. The time has come 
to be more selective, more careful 
in developing these small centers 
The days of spectacular profits in 
this field of real 
may well have given way to davs 
of much more modest returns.” 
Hugh Potter, Houston. 


too 


estate ope ration 


“We cannot aflord to disagree on 
the main objective namely, mak 
ing decent housing opportunity 
available to all our people; we 
cannot afford to let controversy 
dull our tools of cooperation. We 
can accomplish much working to 
gether, much less working apart.” 

Raymond D. Foley, administra 
tor, HHFA. 

“We (NAHB) propose to supply 
a sound, safe, and livable home for 
every family and within its means 
to rent or buy. We are determined 
to put the privilege of home owner 
ship within the reach of every 
American family.” Rodney M. 
Lockwood, Detroit. 

“The VA hopes that the econo 
my housing program can achieve 
economy in the true sense through 
more efficient production and other 
positive means of cost reduction. If 
economy is merely to mean a re 
duction in living space or a de 
terioration of quality, the econo 
my housing program will not be 
productive of salutary results.” 
T. B. King, Veterans Administra 
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Rodney Lockwood, Detroit 
President 


NAHB Elects Lockwood 
President for 1949 





Frank Cortright 
Executive V. P. 





Thomas Coogan, Miami 
First V. P. 





Ve 


Nicholas Molnar, Cleveland 
Secretary 


| geoehe M. Lockwood, 39 
vear-old lawver-builder of De 
troit and former first vice president 
ol NAHB, will serve as president 
of the national association for 1949, 
succeeding Milton Brock. 

Other include: ‘Thomas 
P. Coogan of Miami, first vice pres 
ident; W. P. (Bill) Atkinson of 
Oklahoma City, second vice presi 
dent; Nicholas Molnar of Cleve 
land, secretary, and Nathan Mani 
low of Chicago, treasurer. 

Regional vice presidents of 
NAHB for 1949 are: John Olson, 
Worcester, Massachusetts; Walter 
Johnson, Niagara Falls; Russell A. 


officers 


Wenzlick Predicts Slight Building Drop 


TEW construction will) suffer 

only an &-10°, drop in 1949, 
Roy Wenzlick, real 
economist of St. Louis, who 


according to 
estate 
spoke at the second general session 
of the NAHB convention. 

Mr. Wenzlick told) the home 
builders that he estimated 850,000 
dwelling would be con 
structed in 1949 in comparison. to 


units 


the 930,000 recorded for 1948. He 
said that) prices would make a 
slight decline tor the next three 
NATIONAL REAL Estatt 
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months and make a sharper, but 
not steep, decline near the end of 
the vear. ; 

The big dip in prices will come 
in the mid-50's, Mr. Wenzlick fore 
cast. “We will be over the worst of 
the housing shortage by the end of 
1950. Then, about will 
hit the bottom of our next depres 
sion. I'm expecting a 30°, drop in 
construction then, but these 
costs will still be 75°, above those 
of 1959." He also predicted a 30°; 


1955, we 


costs 
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W. P. Atkinson, Oklahoma City 
Second V. P. 





Nathan Manilow, Chicago 
Treasurer 


Muth, Philadelphia; Robert A. 
Bready, Baltimore; George S$ 
Goodvear, Charlotte, North Caro 


lina: Emil J. Gould, Miami; Walter 
Meller, Lansing, Michigan; Kim 
ball Hill, Chicago; Sidney F. Dwy 
cr, Milwaukee; O. G. (Bill) Powell, 
Des Richard G. Hughes, 
Pampa, Texas; Alex G. Hughes, 
Salt Lake Citv; T. A. Hutchinson, 
Denver; Al Balch, Seattle; Cedric 
Roberts, Los Ange les; ; P. Bourne, 
Louisville; Frank Zuzak, Shreve 
port, Louisiana; Charles R. Malow 
nev, Tucson; Carl Gellert, San 
Francisco; Emanuel Spiegel, Du 
mont, New Jersey. 


Moines; 


drop in lumber prices by the end 
ot this vear. 

Despite his price slump predic 
tions, Wenzlick said he would ad 
Vise any prospect who lived in an 
old home to sell and build a new 
home. If the prospect waits, he ex 
plained, he'll only get about one 


s 


half of the current value. 
The St. Louis economist said 
there would be litthey change in 


interest rates in “49, but anv change 


would be slightly upward 


re) 
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{p= RE was a time when a busi 
nessman in Chicago's Loop 
could go out and rent all the ol 
hice space he needed at about a dol 
lar a square loot. While those days 
may not be gone lorever they 
are, at the moment, litthe more 
than a pleasant memory. For in 
these inflated times, almost) any 
space comes at $3 or $4, with the 
very best of office tacilities going 
at $5 and up. 

Baird & Warner, Inc., Chicago's 
oldest and one of its biggest real 
estate companies, appears to have 
lound a practical and far-sighted 
method of overcoming this prob 
lem. The Baird & Warner organi 
vation not only wanted to find a 
solution for the benefit of future 
clients but in addition it had a 
personal problem on its” hands 
alter 93 years in the Chicago Loop, 
spent at five different locations, 
Baird & Warner found itself pay 
ing too high rent for its office 
space. 

Warner G. Baird, president of 
the firm and grandson of its found 
er, consulted with his department 
chiefs and came to the conclusion, 


6 


RENOVATED, 


Office space in Chicago is expensive . . . $3-$5 per 
square foot ...so Baird & Warner, Inc., investi- 
gated the idea of buying a building to house their 
real estate business, one of the largest in the city. 
They discovered a ramshackle old structure in 
the Loop and, prompted by foresight and sound 
thinking, bought and remodelled it into a hand- 
some building for $290,000. A staggering sum? 
Yes, but not if amortized over 20 years. Now the 
firm has its own offices for only $2.47 per square 
foot, almost half of what comparable space costs 


By WARNER G. BAIRD, JR., and LEONARD H. SCANE 
Baird & Warner, Inc. 
Chicago, Illinois 
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garne & WARHESR 





“Old” is strikingly converted into the “new” by black marble, white stonework 


Mare h 
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Colorful decoration, tile floor, sound-proof ceiling give the offices an efficient, pleasant 


‘Let's buy or build a place of ow 
own. 

At Number 215 on North Dear 
born Street along the route of 
Baird's daily walk to work there 
was an old, four-story pile of brick 
that looked as if it were not long 
for this world. In the old days it 
had been a respectable building. 

So Warner Baird stepped in and 
bought all 10,000 of its ramshackle 
square fect. 

The financial burden he thus 
assumed; acquisition of the land, 
the cost of the building, and the 
cost of architects and contractors, 
working from March | to October 
15, 1947, came to about $290,000 
not exactly a trifling sum, but, on 
the other hand not staggering if 
spread over 20 years. A study of 
interest tables shows that $9,700 
would be sufficient if set aside an 
nually for 20 years to retire the en 
tire cost of the land and the re 
modelled building in a_ sinking 
fund invested at 4%. In other 
words, Baird & Warner's $290,000 
payment for its building 
amounts to a $9,700 a 


own 
rental of 
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vear for 20) vears or 97¢ pe 
square foot. And at the end of the 
20 years, of course, Baird & Warn 
er still will have the land and 
building to show for the venture. 

On the basis of present costs and 
wide experience in such 
Baird & Warner concludes that 
maintenance, vear-around air con 
ditioning, fuel, janitor and clean 
ing taxes and insurance 
will total about $15,000 a 
or $1.50 foot. 


matters, 


service, 
veal 
a square 

Fhus, the firm’s own building is 
costing 97¢ plus $1.50 — or a total 
of $2.47 a square foot. That figure 
must be compared with the $4.50 
or more being charged for com 
parable office space in Loop rental 
propertic s. 

The building is itself 75 feet deep 
with a frontage. It stands 
on the north part of the downtown 
area, less than a half block outside 
the Loop and lying in direction of 
Chicago's commercial growth. 

A major feature of the alteration 
was the bricking-up of all windows 
except two fire exits on each floor 
and the installation of year-around 


32-foot 
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appearance 


air-conditioning. The 
clectro-stati« 
circulation 
The ducts 
takes care of both heating in winter 
and cooling in summer, a 


svstcm 
filters and 
with 
sain 


usc’s 
forced an 
type dil 
system ol 


ceiling 
fusers. 


proc 
dure made possible by the absence 
of windows. Each floor has an in 
dependently controlled blowe1 
coil, and filter unit suspended from 
the ceilings over the toilet 
areas at the rear of the 
There arc thermostats 
trolling the temperature, one hy 
drostat controlling humidity, and 
an automatic clock controlling the 
change of air on each floor 

The result of all this, of course, 
is cleanliness and comfort to a ver 
high degree 
regula 


room 
pre THISeS 


two con 


attained in 
buildings. There is 
no dust. There is no hay fever 
Worker - efficiency is high and, 
clearly, a minimum of the office 
maintenance budget need be spent 
for re-decorating. 

The building 
above grade. 


seldom 
office 


has four floors 
Additional space was 
found necessary for certain special 
departments. This problem was 











Tradition in the midst of modernity is shown in the private effice of Warner G. 


Baird. Informality is accentuated by 


solved by an. ingenious 
ment of the basement only possible 
in an owner-occupied building 
The basemeat now houses in addi 
tion to. the facilities, the 
mimecographing, mailing, and cen 
tral filing departments, the vault, 
the supply room, and the women’s 
lunch 


arrange 


boile 


room. 

The ground floor is devoted 
principally to desk space tor genet 
al brokerage activities. A system ol 
countel high partitions, topp d by 
scINEtPansparent 
tending to a 


vlass screens ex 


height of five feet 
individual desk 
These partitions plus a sound-proof 
ceiling and rubber tile flooring 
provide both spaciousness and pri 


vacy for the individual broker. An 


separate areas. 


attractive reception and switch 
board area is immediately inside 
the main entrance. Pwo conte 


ence rooms occupy the rear portion 
of this floor 

The second tloor houses Baird & 
Warners accounting department. 
\ square cashier's cage is located 
door to ta 
par 


the elevator 
rent and 


Opposite 
cilitate 
ments 


Morteage 


Phe sales and insurance depart 
ments share the third floor, to 

with an office and contei 
room for the vice president 
in charge of sales 

Executive, 
agement 


ecther 
CHC 

mortgage, and man 
functions are accommo 
dated on the fourth floor. Here, in 
addition to the needed desk 
we three private offices, including 
the office of the president 


area, 


3S 


knotty 


pine walls, comfortable furnishings 

All the floors are serviced by an 
automatic push-button clevator. It 
is equipped with floor levelling, 
collective and automat 
power-operated car gate and hatch 
war and 
to the 
auUlLomalie 


control, 


sale 
In addition 
there is) an 
“dumb waiter” ton 


doors to provid 
speedy SCTVICE 
clevator, 


documents and 


files. A user standing on any floon 
can send this device to any othe: 
floor and call it back again 


In general, the Baird & Warnes 
building is finished in) woodwork 
of walnut with 
trim, wainscots, counters, railings, 
md 


walnut-veneer fot 
built-in features such 
as switchboard and permanent 
cabinets. A light and interesting 
treatment of the grain was achieved 
by rubbing the wood with a whit 
paste filler, wiping it clean, and 
then applying two coats of clea 
lacquer. Walls on each floor are of 


Various 


different and distinctive light 
colors, which efliciently reflect the 
modern fluorescent) lighting used 
throughout Reception areas, pri 
vate offices, rest) rooms and the 


colorfully 
papers ol the 
tv pr 

In striking contrast to this func 
tionally 


basement lunchroom are 
wallpapered with 


hewest washable 


decoration is. the 
President Warne 
Phe old knotty pine panel 
his forme 


modern 
private otlice of 
Baird 
office has been 
here reinstalled 
furniture and furnish 
have been keeping 
with the Early American tradition 


Plain, dignified, and 


ing of 
preserve al and 
Fine antiqu 
ings used in 


mod Pr ane 
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the main characteristics of the ex 
face of the 


terion hew structure. 
The entrancewayv and lower pon 
tion are faced with black marble 
and trimmed strikingly with a 


bronze doorway and edgings. Im 
mediately above the black marble 
entrance the name “Baird & Warn 


er” is hung in large bronze letters 
across the cntire front face of the 
building. Reverse channel letter 


ing is obtained by mounting the 
letters three inches trom the stone 
work. Amber-gold neon tubes are 


concealed in the channeling and at 


night the letters stand out in an 
unpressive silhouette on the stone 
work. The lower black marble fac 


ing is surmounted by plain whit 
limestone which extends to the top 
olf the structure. Plain unbroken 
vertical grooves in the limestone 
prevent a static monotony and cre 
ate a gracious upward movement. 

The Baird & Warner Organiza 
tion has enjoved numerous benefits 
from “owning one’s own office” 

\. The substantial current rental 
savings have already been fully 
cliscussed. 

B. The is “custom made” 
to fit individual requirements, and 
it aflords features chsewhere 
tainable. 


C. Baird & Warner 


space 


unob 


feels the ad 


vantage of being the only down 
town Chicago real estate firm o¢ 
cupying its own downtown build 


ing with its own exclusive ground 
floor. 

Dd. dhe 
tegically placed root and wall signs, 
at only the 


firm has the use of stra 
cost of electricity need 
ed to run them. 

FE. The permanent location 
feature in newspaper and mail ad 
vortising. 

F. It emphasizes in’ public the 
firm's stability. 

G. It permits long-term planning 
and treedom trom inflated) rents 
or toreed moves. 

H. The firm is practicing what 
its salesmen often have preached to 
residence dwellers: “Own vour own 
home.” 

\nd now, fresh from the pleasant 
experience of owning their own 
Baird & Warner is 
looking for other Chicago organi 


isa 


business home ’ 


gations which might find — profit 
from similar realty projects. 
“Some such firm,” savs Baird, 


might not want to put so much 
capital into real estate. But through 
t lease-purchase program, it could 
have its own building built to meet 
its own requirements and sell it to 
in HISUPANCE 
othe: 


COM pany or SOTTIC 


financial institution as an in 
Vestmecnt 
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anaging Your 


ousing Development 


Part Vi: Heating 
By E. E. BURKHARD 


Vice President 
Edmund B. Brooks Co. 


\ ITH the increased cost of fucl 

heating now constitutes th 
largest item of operating cost in a 
housing development. Therefore, it 
deserves the most caretul study and 
attention. 

Consumption being controlled 
by the type and condition of the 
heating equipment, a thorough 
understanding of heating princi 
ples, experience with or study of 
the system installed, are essential il 
the manager expects to provide the 
best service at lowest cost. 

Every fuel buver should know 
the kind of fuel best suited to the 
equipment and conditions under 
which it shall have to be used: be 
able to interpret fucl analyses; know 
the character and qualities of the 
coal and oil sold in his market to 
determine which is best suited to 
his plant; buy from only reliabl 
dealers, and be familiar with mai 
ket prices. 

The heating season in northern 
latitudes is variously estimated as 
lasting from 200 to 225 days. Con 
servative coal requirements to pro 
vide steam, per room per vear are 
as follows: 


Stove and Egg 1.5 tons 
Pea 1.75 tons 
Buckwheat 1.85 tons 
Semi-bituminous 1.25 tons 


Iwo hundred gallons of oil px 
room should provide heat and hot 
water in protected buildings; 230 
gallons for exposed buildings. 

Eleven pounds of coal per day 
per family should provide hot water 
where heated independently, and 
8 pounds for the summer season 


where submerged coils or instanta 
neous tankless heaters are installed, 
with an average of four pounds dun 
ing the heating season. Five-cighths 
of a gallon of oil per family per day 
should provide hot water. The ay 
erage family consumes 20° gallons 
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ol hot wate per day and the hoi 
water tank should have a capacity 
of 30 gallons per dwelling unit. 

For the purpose of checking th: 
monthly fuel consumption when 
the annual consumption is a known 
(or estimated) quantity, the follow 
ing table may be of valuc 


January 15.5% July Fo / 
February 14.5% \ugust 1.9% 
March 14.5% September 2.0% 
April 9.5% October 7.5% 
May 55% November 10.0% 
June LR December 15.5% 


The following table of approxi 
mate BTUs may also be of value 

One pound anthracite coal pro 
duces 12,500 BTUs. 

One pound bituminous coal pro 
duces 14,500 BEUs. 

One gallon oil produces 150,000 
BTUs. 

Fourteen pounds of coal or onc 
gallon of oil will produce approxi 
mately 100 pounds of steam. 

Five hundred pounds of steam 


will heat one square foot of radi 
ation per year, 
The following rule can be used 


tor determining the radiation for 
the average building 

One square foot of radiation for 
every 5300 fect ol contents, 
plus one square foot lor every 15 
square feet of net wall surface, 
plus one square foot lor every two 
square feet single glass surface; plus 
one square foot for every tou 
square feet of double skylights. 
Add 20 per cent for piping loss. 

Coal should be purchased on a 
guaranteed and sample 
checks should be made trom time 
to time by a fuel testing laboratory. 


cubic 


analysis 


Unless properly fired, even good 
coal will not desired results 
Best results from hand firing are 
obtained by following these rules 
1) Avoid excessive combustion rates 


GIVE 
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which will clinker any coal. 2) Re 
move all ash from fire during clean 
ing periods to insure a proper fucl 
bed. Combustion rate of 13 to 20 
pounds will give best results from 
continuous operation at boiler 
capacity in water tube boilers, 8 to 
13 pounds in steel fire box boilers 
Combustion rates in small heating 
boilers range from 4 to 8 pounds 
per square foot per hour. 3) Make 


certain draft) control is— perfect 
Even off the fuel bed thereby offer 
ing uniform resistance to the ai 


without holes or thin spots through 
which air will otherwise pass at un 


even rates. 


The Heating System 

Generating heat and hot water is 
consistently the largest item of ex 
pense in the operation of a housing 
development with a central plant. 
High heating costs are due to in 
eHicient equipment, improper fuc l, 
and lack of intelligent boiler room 
operation and supervision. 

The capacity of any 
water heater depends upon the de 
eree ol t mip ratures on the oppo 
site sides of the heat transmitting 
surfaces in contact with the boile: 


boiler ol 


on one side and the fire or hot gases 
on the other. It is most important 
that a rapid circulation of water 
and hot gases shall take place ove 
these surfaces, preferably in oppo 
site directions. 
Lo obtain the 


maximum rating 


efficiency of the boiler the follow 
ing conditions are required: 
Adequate draft capacity, chim 
ney of proper size and height. 
Fuel must be of the quality, sizc 
and grade contemplated when the 
boiler was specified. 
The degree of supervision and 


attention must equal that antici- 


pated in the boiler specifications. 
Heat emitting surfaces and pip 
ing must function properly. 
The water in the system must be 
free from grease and other foreign 
substances. 


Boiler Room Operation 

In a boiler room we deal with 
two systems under pressure: 1) A 
system of air for combustion under 
pressure (draft), tending to draw 
air at every crevice. 2) A system of 
water and steam under pressure. 

Pressure always demands tight 
ness of equipment. Between these 
wo systems is a heat transfer. Heat 
transfer always demands cleanli- 
surfaces. Therefore the 
motto of the boiler room should be 
‘Clean and tight.” 

Every boiler room should be 
equipped with a set of flue gas 
analyzers and testing instruments, 
ol which there are 
ical and dependable sets on the 
market. By analyzing fuel gases it 
is possible to ascertain just how 
much excess air is present and the 


ness of 


several econom- 


percentage of fuel being wasted. 
\ir contains 20.7°% oxvgen which 
combines chemically with the cat 


bon in the fuel in process of com 
bustion. Perfect combustion would 
produce 20.79 CO, in waste gases. 
Perfect 20.7°, CO, however is im 
practical because some excess air is 
needed so that every particle of 
carbon will get a sufficient amount 
of oxygen. The percentage of CO 
for the most efficient combustion 
practice for coal and oil is 15%. 
Coal burned on a grate usually re 
quires 40° excess air for best re 
sults with 15°, CO,. 

Air is supplied either by natural 
or stack draft, or mechanical means 
such as blowers and inductors. Bx 
cause of rapid changes in weather, 
winds, barometric pressure, humid- 
ity, and temperature, differences 
zcetween the inside and outside ol 
chimneys natural draft is variable, 
and the changes may be so frequent 
ind rapid they cannot be controlled 
manually. 

Stoker-fired and other draft in 
stallations not equipped with auto 
matic draft control fall far short of 
the efficiency which should attend 
their use. If draft is excessive in oil 
burners flame travel through the 
boiler is too rapid, combustion is 
incomplete, the furnace is chilled 
and heavy smudge or carbon, duc 
to incomplete combustion, is de 
heating surfaces, 
floor of combustion chamber o1 
exudes from the stack. Such condi 
tions are responsible for a loss often 


posited on the 


in excess of 25°. of the fuel valuc. 
Excessive dralt in incinerators olten 


They Pacify the Public 





results in objectionable particles 
issuing from the stack, but a slower 
rate of combustion on the 
eliminates the upward movement 
of unconsumed particles 


grates 


Heating Faults 


Knocking and noisy lines: usual 
ly due to trapped condensate in 
the lines or radiators. A drip ling 
taken from the lowest end of such 
a trap in the return line and run 
to the nearest wet return will elim 
inate this condition. Radiators 
should always be slightly pitched 
upward toward return lines, and it 
pitched away due to building set 
tlement or other faults should be 
blocked under the extreme end. 

Air bound piping: common 
where long runs in mains are nec 
essary at garden type develop 
ments where heavy steam pressure 
must be maintained to force steam 
into the farthest radiators. This ex 
cessive pressure can be removed ot 
reduced by the installation of ai 
relief vents wherever the 
flow or return is slowed up. 


steam 


Leaking wet returns: Many times 
these are buried unde 
soil and unprotected. In time leaks 
develop from corrosion which can 
be detected through loss of water 
registered on the water column. In 
repairing any leak a careful survey 
should be made to ascertain wheth 
cr or not these lines can be exposed 
and this often been found 
possible. 


floors ol 


has 


radiators: Defective 
valves are responsible for mor 
than heat They 
expense for floor, wall and ceiling 
damage. Valves wear out and 
should be checked carefully at the 
commencement of the heating sea 
son and all detective ones replaced 
or repacked. Many manufacturers 
are now producing a packless, bon 
net assembly which can be readily 
fitted in most of the standard types 
now in use. Their simple, packless 
feature is not subject to deteriora 
tion, wear or cracking, and they 
are adapted to the requirements 
ol vacuum, vapor, one pipe and 
hot water systems. 


Leaking 


losses. also cause 


Sometimes excess pressure in hot 
water heaters accumulating in th 
system cause a serious break in pip 
ing or in splitting one or more sex 





tions of the heater. The installa 
tion of a 44-inch spring type safety 
(water pressure relief) valve, pref 
erably attached to the boiler, set 
at a pressure not to exceed 10°%% of 
the maximum service pressure, will 
generally prevent or remedy such 
trouble. 


When the Standard Oil Company of California started construction on a 22-story 
annex to their home office building, they decided to give the perennial “sidewalk 


superintendents” the recognition they deserve. They provided sidewalk grandstands 
so that the public could stop and share in the progress of construction. The 
“grandstands” are windows four feet from the sidewalk, 22!) inches high and six 
feet long. Each is well-occupied during the day and, as the picture shows, the 
spectators are enrapt with activity. The company also erected a sign reading: 
“Our Apologies! Building a new 22-story annex is a noisy business . . . and we regret 
any annoyance it may cause our neighbors.” Next to this is a chart showing progress. 
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By GEORGE F. ANDERSON 


A MAN living in Los Angeles and 
owning a building in Chicago 
wrote to a broker here that he 
could use a little money in his busi- 
ness and had decided to let his 
Chicago property go for $10,000 if 
the ofler was accepted within ten 
days. The letter was mailed on 
June 6, 1947, and received by the 
broker on June 9, 1947. The broker 
found a buyer and had him sign a 
contract. The broker thought he 
liad better play safe, and show the 
contract to a lawyer before he sent 
it. The lawyer told him that was not 
the way to do it. So the lawyer dic- 
tated a letter just accepting the 
oller, had the buver sign it, and 
mailed it on June 18, 1947. The 
broker got a letter from the sellet 
saying that since the offer had not 
been accepted within ten days as 
prescribed, the deal was off. 


This projects the question as to 
whether or not the ten days are 
reckoned from the mailing of the 
offer or the receipt of it. 


Feller on Contracts, pg. 29, says: 
“The continuity of operation as 
cribed to an offer under the modern 
view as first enunciated in the case 
of Adam vs. Lindell, 1 B & Ald. 681, 
allows the conclusion that an offer 
at a distance does not take effect 
until communication, hence where 
the offerer prescribes a_ definite 
time for acceptance, the time limit- 
ing the offer is tolled from the date 
of receipt of the offer, and not from 
the date of dispatch thereof. Sim 
ilarly when no time is specified in 
the offer, the reasonable time lim 
iting it is tolled from the date of the 
receipt thereof, unless the dispatch 
has been delaved in the mails, and 
the offeree knows, or as a reason 
able man ought to know, whether 
from the nature of the transaction, 
or from any postmark appearing in 
the communication, that there has 
been such delay.” 


I was at a Sunday school picnic 

in Jackson Park that Kling asked 
Lantz if he would sell his six-flat 
building. Lantz said he had never 
given a thought to selling it, but 
he would think it over and let 
Kling know. When Lantz got home 
that night he talked the matter over 
with his wife, and they decided that 
if they got the right price for the 
building they would let it go. So 
Lantz wrote a letter to Kling and 
said that if he got $20,000 cash for 
his equity he would take it, giving 
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You have 10 days to accept an offer and your reply is delayed in 
the mails. Where do you stand legally? Be careful how you use 
the word “prepared” in attempting to close a deal. It may mean 
disaster to a plan of purchase. Our expert cites cases to clear up 


the confusion and misunderst 


it 





the address of the building. When 
Kling got the letter he called up 
Lantz and asked him if the deal 
couldn't be swung with less cash 
and Lantz said it could not. Kling 
said he would get to work on it, 
and let Lantz know. Kling took up 
a collection among his relatives and 
friends, and scraped up cnough to 
make the deal. He said to his 
daughter who went to business col 
lege, “Sandra get down that book 
of yours on business correspond 
ence so we can do this thing right.” 
He thumbed through the book and 
finally said, “I got it.” Then follow 
ing a form in the book, he 
“Tam now prepared to accept your 


wrot 


offer, etc.” Then he addressed an 
envelope, went up to the cornet 
drug store, bought a stamp and 


awav it went. He brought home a 
pint of ice cream. Not having 
heard from Lantz for several days, 
he called him up. Lantz said sharp 
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on these two legal points 


lv, “I've changed my mind about 
selling the building.” Kling said 
“I'm not going to stand for that 
You can't get away with it.” Lantz 
hung up on him, and that’s how th 
litigation started. If Kling had 
said, “I accept ofler, et 

there 
nic 


youl 
have been no argu 
nt, but the fact that you are 
prepared 1O Acct pt an offer” 
acceptance, 


would 


swne 
Lawson on Contracts, Pg. 138 


savs: “So there was no 


contract 
where a person to whom a proposal 


was made replied, ‘lam prepared to 


make the arrangements with you 
on the terms you name 
But I think our case is a littl 


different. I think the conduct and 
conversation leading up to the use 
of the word “prepared” gives it a 
definite and emphatic meaning of 
acceptance, and I believe that Kling 
may such conduct and 


show con 


versation 


41 








Nation’s Builders — 

Continued fram page 27) 
struct in increasing volume homes 
within the reach of those whose de 
mands are the most urgent.” 


. concerted action by lenders 
of all types toward the establish- 
ment of private secondary mort 


gage facilities, cither through a 
system of central mortgage banks 
or by revival of private national 


mortgage associations.” 


“Endorsement of Senate Bill 
712” with amendments to increase 
mortgages under 203 to $7,600 with 
$950 additional for each bedroom 
in excess of two, to permit 95°; 
mortgage on the first $8,000 of val 
uation, plus 90° of the value in 
excess of $8,000 but not in excess of 
$12,000, restoration of Fannie Mac 
to purchase all FHA and GI loans, 
and active RFC construction loans, 
encouragement by FHA of more 
small-apartment units, and adop 
tion of the Richmond plan tor fi 
nancing repair and modernization 
ol a new type of FHA loan. 


“We stand on the evidence that 
public housing does not clear slums 
nor house the lowest income group. 
must be met by 
the American taxpayer. . .. Present 
multi-billion dollar proposals may 
well be only the beginnu 


Its excessive costs 


1g.” 

Slum clearance through the help 
ol state and local governments 
the state buving land and demol 
ishing old structures through emi 
nent domain, and re-selling to pri 
vate investors at the market price, 


with anv write-down loss borne by 
state and local governments raised 
by local bond issues; or where sub 
standard areas are susceptible to r¢ 
habilitation through the enforce 
ment of health, sanitation and safe 
tv measures, stricter enforcement ol 
the law, as per the Baltimore plan. 

Endorsement of the research by 
the Bureau of Standards, but “we 
oppose the establishment . ofan 
other research agency as now pro 
posed.” 

“We believe that the principles 
and provisions set down in_ the 
Palt-Hartley Law have proved ben 
eficial to labor, industry and the 
general public.” 

Opposition to a fourth round 
wage imcrease. 

\ housing census as part of the 
decennial population count, under 
the Bureau of the Census and Bu 
reau of Labor, and not the work ol 


HHFEA. 
A GOOD natured scrap devel- 


oped for the presidency of the Asso 
ciation. Texas and Oklahoma del 
gations were rooting for their can 
didate, W. P. “Bill” Atkinson of 
Oklahoma City, who had received 
orchids on every hand for his out 
standing land-planning contest. 
Detroit builders were buttonholing 
Rodney Lockwood, 
last vear’s first’ vice-president, and 
chairman of numerous important 
committees. The Florida delegates 
kept Tom Coogan of Miami in the 
running long enough to keep the 
outcome in doubt. Coogan vielded 
to ‘Lockwood, which started the 


delegates for 


Detroit-ward. Lockwood 
was named president, Coogan first 
vice-president, and Atkinson sec 
ond vice-president, with Nathan 
Manilow, big Chicago builder, as 
treasurer. 


lancd-slick 


Prefabs Stress — 


(Continued trom page 33 


industry. We are providing low 
cost homes and upper bracket 
homes, small homes and large 


homes, homes with distinguished 
irchitectural appeal and varicty of 
appeal.” 

In the question-and-answer peri 
od typical points were deve loped as 
rail freight 
typical house from Indiana to Cali 
fornia run $325, whereas trucking 
costs within 100 miles radius may 
be S50; one manulactures pointed 
out that transportation costs do not 


follows costs on a 


limit shipments over 1,000) miles, 
but the greater distance in servic 
ing dealers sometimes docs limit 


far-awav sales; one manulacture! 
said that he had no operation in 
his plant higher in cost than con 
ventional construction, but many 
of his operations were far less cost 
ly; another that a 


manufacturer can spread his sales 


point ds out 


risk over a wider area where 
sales may be good in one section, 
they mav be slow in another, but 
his total volume is more constant 
than localized activity; said on 
manutacturer: “The more vou can 
build in) your plant the more 
closely you can come to making 


vour price palatable to the public 
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METAL SIGNS 14” x 20", $.46 Each. 
REALTORS SIGN SERVICE 
Box 1022 Greenville, S. C. 





BOWLING ALLEY — Only one in town of 
25.000 population. Will cooperate with brokers 


Donnohue Loan & Investment Co., Sedalia, Mo 





FOR SALE — VIRGINIA 


(Broker's co- ation invited ) 
Specialising in the sale of Colonial Homes and 
Plantations in all sections of Virginia. G. B 
LORRAINE, Law Building, Richmond (19), Va 





Training tor— 
FUTURE REAL ESTATE 


Brokers, Appraisers, Managers 
Investigate our Home Study and Residential 


courses in Real Estate. Includes all phases 
of the business. G.I. Approved. On-The- 
Job Trainees can take either course 

FREE CATALOG Established 1936 


WEAVER SCHOOL OF REAL ESTATE 
Dept. RE 


15 E. Pershing Rd. Kansas City 8, Mo. 








McTIGUE, M. R., 621 E. Las Olas Blvd., Fort 
Lauderdale, Florida. Sales, rentals, leases; prop- 
erty management; insurance; appraisal service 





Investments, Farms & Ranches 

The Garden Spot of the World 

LEWIS REALTY EXCHANGE 
Macomb, Illinois 








SALES MANAGER WANTED 


In growing city of 100,000 in south- 
east. Firm established in 1928. Ap- 
ply Box A-3, National Real Estate 
and Building Journal, Cedar Rap- 
ids, Iowa, giving age, experience, 
and any other information about 
yourself. A real opportunity for 
the right man. Not necessary that 
you have been Sales Manager in 
the past. 
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Fair, ¢ Arkans 


onway 


PANAMA LAND 162.000 acre tract cheap 
BE. H 


Information free 








NEED REAL ESTATE 


SIGNS 
FOR SALE | 
MICHAEL A. CASTILLO 


REAL ESTATE 
PROPERTY MANAGEMENT 


3623 DEODAR ST. £. CHICAGO-1942 
WRITE DEPT. R.E.J. 
FOR COMPLETE DETAILS 
“we SIGN 


CTIVE DISPLAY ADV 


Chicage 8. Il 

















THE NATION’ 


1702 West 19th Street 


Rear Estate AND ButpING JouRNaAt 











« 2-4208 
bo Grove | 
DERN ms 
oat ? 
Ne m ohn Urtasun, Realtor 
a _ andacaned | fs Tovels Ps oN ‘our wo ok: eit, tuita Yin 
NV J ow | noe 
HOLES REALTY | $4675 FULL PRICE | E a Pe, 
4 


$44 W Las Tunas Dr 
Al 











rare 
salt Col. re 2 : ete 6d bears | au Sonta Anita ere 
, New, R hy-Ch 1 § eneme 
X n Furnished $10. 500 $3800 Dr.| Mer, et ea ee 
ass] ‘) ‘ iateetiear | Sine 
\ : | Now 3 tedrooms $12 980 a: ia an den faces t | fase Fruit 
} »o uiek { : —— | k 
rR. "Konae dy oo } 
Y. 11012 E Las feses, AT-45150, NUMBER ‘6 | 
Sg i2253_ AT-93256_ San Gabriel Sperkling Kitchen =| 
L _ Rancho Senta Anita | 631 4 
ft OLK. for Horses | new, Soe Covenssry |. 
ioe 120x470 ize, 6 x F ; r 
pen es =. Peete pints F ~~ 
“ 


@ Four helpful suggestions for making your advertising more effective 


NE of the most important 
points in writing any real 
estate ad is to visit the property 
vou wish to advertise. Too many 


properties are advertised from a 
listing card or, if vou're a real es 
tate builder, by someone who 
doesn’t know the selling feature. 


This has two dangerous pitfalls. 
The wrong features may be over 
emphasized, or the very thing that 
will cause the prospect to act im 
mediately mav be missed. 

Every property should be 
ied and thoroughly analyzed for 
features that can be dramatized 
and talked about effectively. 

Talk about the surrounding 
scenery of the property vou are ad 
vertising. According to a local tre 


stud 


surgeon, more and more peopl 
are interested in trying to. get 
either half-grown or full-grown 


trees transplanted into 
where there are no 
shows that a_ great 
realize the 
value of a property with trees. 
However, very few ads make any 
cHlort to point out where there ar 
on the property. 

In this country millions and mil 
lions of dollars are spent advertis 
ing such products as Standard San 


property 
This 

home 
and 


trees 
many 


owners beauty 


trees 


itary plumbing, Servel air condi 
tioners, Kimsul insulation, Carey 
roofing, Frigidaire refrigerators, 
Anderson windows. There is hard 
lv a home accessory on the market 
that isn’t widely advertised. With 
NATIONAL Reat EstaTe AND BUILDING 






San Gabriel 
4 
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these millions of dollars 
spent for advertising it is only 
natural that the impact upon the 
home-secking public is terrific. 

When you use brand names in 
your advertising, vou immediately 
stamp the property advertised as 
one of quality and distinction. Cer 
tainly “Weather-Seal windows” cr¢ 
ate a far more terrific impact than 
the ordinary term “storm win 
dows.” Or, “bathroom equipped 
with Crane plumbing fixtures” and 
“a completely equipped General 
Electric kitchen” are far more ef 
fective than “beautiful bathroom’ 
and “work-saving kitchen.” Thes« 
brand names carry salabilitv and 
their advertising offers vou free ad 
vertising benefits. 

An important factor that is often 
overlooked is that, in buving a 
home, people are greatly con 
cerned about who will be new o« 
cupant in the house next to them 
I suggest that when you list a prop 
erty to go to the each 
the listing, get permission 
from those neighbors to use thei 
names in the real estate ad. Ex 
plain to them that this is for then 
own protection because it may bs 
that their wide ac 
quaintance, or someone who knows 
of them, may be interested in mov 
ing into their neighborhood. 

I suggest also that the name of 
the seller of the property be used 
in advertising. Many of 
know him, or of him, 


being 


houses on 
side of 


somcone in 


those who 


might be 
March, 1949 
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By ROBERT M. WHEELER 


Classified Advertising Manager 
Akron Beacon Journal 


very interested in buying that 
property. 
Names are news! Names are the 


main subjects of everyday conver 
sation. Why? Because it's peopl 
who make life interesting. You will 
be rendering a service to the 
ple in any neighborhood by giving 
them an opportunity to cooperat« 
with vou in featuring their names 
in youl Reader interest will 
mount considerably. You will have 
people reading your ads who have 
no intention of buying at the 
ment but who are 


peo 


ads. 


mo 
only curious to 
see who is selling their home. But 
many an individual has attended 
out of curiosity and come 
buyer, and so it can be in 

Many of these 
properties advertised 
have 


a sale 
away a 
readers $cc 
that will 
special appeal to them be 
cause thes the 
the individuals who are 
property. They may 
thing about thei 
lor a home 
Remember that your ads ar 
meant to pull prospects. To writ 
ids that do the job you have to bx 
in a selling mood 
draw word pictures 
hespeak friendliness, 
enthusiasm in those 


this case 


names ol 
selling the 
know 
ability to 


recogni 


some 


care 


you have to 

have to 
confidence, 
ads. Only vour 
your en 
thusiasm in the property you hav 
for sale, vour confidence in the fu 
ture ol will make 
ads pull. Lop this off with a dra 
matic presentation vou ll sell 


understanding of people, 


real estat your 


and 
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By BERT V. TORNBORGH, CPA 


TAMILY PARTNERSHIP be 
tween father and son was up 
held for tax purposes by the Ap 
pellate Court in a case where the 
son did not render any vital sery 
ices to the partnership because he 
had been inducted in the army. It 
appeared from the facts of the case 
that he might have rendered sers 
ices if he had been able 
In short, the army “interlerenc 
was disregarded 


to do so 


Tax Lien Foreclosure was sued 
for by the federal government 
against a taxpayer for whom a fed 
eral receiver had been appointed, 
who had taken possession of the 
receive! later 
appointed by the state court. It 
was ruled that the federal lien had 
priority. 


assets before a was 


Lumber Company took deprecia 
tion on automotive equipment at 
a rate that extinguished the entire 
asset value. The Treasury changed 
this so as to give effect to probable 
salvage value of the equipment, 
ind the Tax Court approved. 


Officer and Principal Stock hold- 
er received compensation which 
the Treasury thought unreasonably 
high, and part of which was dis 
allowed. The officer agreed tor 
pay the excess to the company, and 
he executed his note for that sum 
The Tax Court, with three dis 
senting opinions, ruled that he was 
not taxable on that excess. 


claimed 
expenses as at 
ductions on his tax return, but the 
Preasury disallowed. Before the 


Industrial 
certain 


Engineers 
business 


44 


Court the taxpayer could not mus 


to show that 
Was in error and the 
Moral 

maintain complete and accurat 
records of vour business 


ter cnough evidence 
the Treasury 
disallowance was sustained. 


transac 
tions. 


Negligence Penalty was upheld 
by the Court in a case where a tax 
payer claimed certain deductions 
on his return but could 
substantiating evidence 


offer no 
whatever 


Hardwood Trees were destroved 
by a hurricane and a_ taxpayer 
claimed a certain loss on his return. 
Lhe Treasury allowed a smaller 
figure. The taxpayer backed up his 
case with expert testimony and the 
Court allowed the figure he 


ed. 


Bonuses were received by cel 
tain taxpayers who, by the circum 
Stances, were 


claim 


obligated to return 
them. The Appellate Court rules 
that the recipients 
quired to include 
then 


were not re 
such bonuses in 


gross taxable income. 


Accrued Liabilities to “related 
interests” may, per section 24(c) of 
the tax law, be deducted only if 
paid within two and a half months 
after the close of the tax vear. A 
Court decision now holds that any 
so-called “constructive payment’ 
docs not qualify as a payment un 
der the section. It’s 
be “cash on the barrelhead” 


above got to 


Storm Loss Deduction was claim 
ed by a taxpaver, disallowed by the 
Treasury. The went to the 


CAN 
Pax Court. The taxpaver, in his 
petition, stated that the Treasury 
March, 1949 — Nationat 


erred in not 
amount — he 


allowing him the 
claimed. Having so 
stated, said the Court, the taxpave 
could not later and ask the 
Court to make a finding for a great 
er loss than what he 


come 


claimed in his 


return. 

Family Partnership question 
came up before the Tax Court 
which found, on the facts of the 


case, that the parties really intend 
ed that the wile should be an 
plover ol her business. 
The Tax Court set aside the part 
nership argument and approved 
taxation on the basis of wile being 
an emplovee of th 
husband. 


em 
husband's 


business of hea 


Reasonable Compensation 
the question before the Court in 
case where president and vice presi 
dent of a drew annual 
pay of 527,000, and $24,000 respect 
tively. The Court approved these 
figures and deducti 
ble, as it appeared that their pay 
had constant over pre 
vious vears, despite rising living 


was 


business 


as re asonabl 
remained 


costs. 


Bondholders Foreclosed on the 
assets Of a company. In reorganiza 
tion efforts a 
bought the 
holder 


holders 


SUCCESSOL company 
from the bond 
group, giving the bond 
preferred stock of face 
value equal to that of the bonds 
Phe question then arose as to what 
basis to use for 


asscts 


the assets in com 
puting depreciation, the company 
contending for fair market 
The Court said ‘no’, the 
amount of the bonds (and the 
ferred stock ) was the proper 


value 
face 
pre 

basis. 

Estat 
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CROWDS SEE WEALTH OF PRODUCTS 


AT NAHB EXPOSITION 


~ wovewedad a) 





nD ROM flooring to furnaces, from paints to pre 
fabs _ all were part of history’s largest exhibit 


of home building equipment, materials, services at 
th» NAEEB convention. Paul S. Van Auken, conven 
tion and exposition director, cstimated that 10,000 


porsons saw the exhibits of 141 leading national firms. 

Lhe displays occupied more than 50,000 square feet 
0 floor space, overflowing from the main exhibition 
{lk or to the lower levels and second and third floors of 
t Stevens Hotel. 

pace does not permit a list of all the attractions. 
Journal stafl found some the 
crowds around such exhibits as the following: 
\ prelabricated house with no interior studs, divid 
entirely by storage walls 
\ $1 x Sl-inch table-top furnace in a porcelain 
Gc oinet with a boiler that has ample capacity to in 
ntaneously heat water for the bath and 
n atic home laundry equipment 

\ range that has Braille lettering on its dial control. 
\ wood awning window with hardware 
a -eady installed and screens semi prefit. 

\n oil paint, said to dry in an hour and without 
odor, that can be used on plaster, wood, wallpaper, 
brick or canvas. 


members ol largest 


for auto 


and glass 


An enameled dressing table-lavatory 
with built-in cabinets. 

\ heating method that blankets the cold outer walls 
o! a room with warm air. Instead of the relatively 
tailor-made rectangular ducts, it uses a 
inch stovepipe for warm air distribution. 

\ prefabricated chimney, shipped complete with all 
parts, that can be installed in four man hours. 


combination 


CN pe TISIVE 
{ 


standard 4 
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\n interlocking asphalt shingle with a provision for 
overlapping that assures two thicknesses of shingl 


over every inch of roof, three thicknesses at vital 
points. 
\ ceiling ventilator that permits the fan to be 


operated at nine different speeds 

An automatic electric dishwasher that washes dishes 
twice, rinses twice, sprays four times, and then dries 
them electrically, all at the setting of a dial 

\ sliding door frame to save livable floor 
the small room. 

\ combination furnace and cooling unit with push 
button control which gives whatever indoor tempera 
ture is preferred all year around. 

\ round automatic dishwasher 
corner of a kitchen counter. 

\ water faucet with one handle that regulates tem 
perature control, another that regulates volume 

\ combination refrigerator-home freezer designed 
with two completely insulated compartments, each 
with its own door and own control 


space in 


that fits into the 


25,000 B.T.U. SINGLE OR DUAL 
WALL HEATER 


ABSOLUTELY SAFE — No x 50! standard 4 
“waffle burns” Furniture No studs to cut 

fingers and clothing "t be ECONOMICAL — Tix 
damaged! Automatic 5 b rated at 
shut-off safety valve is stand BI 1 . ts high 
ard. Exclusive “Clearflo” grille — ge 
directs warm air into room efficienc indards th 
not up the wall. Return air reanired for heaters 
taken from floor oun B.T.t = 
EXTRA SMALL — available 
ture size is truly amazing’ vufactured or 
Rough-in dimensions only 14 troleum 


8 


wall 


Holly 


ng 5.000 


It's 


minia 


HOLLY MANUFACTURING CO. 


857 Seuth Arroyo Parkway, Pasadena 2, California 


Stubby 
Duals 


Stubby 
Flats 


a 
Single Oval 
\s Wall Heaters Mm) Wall Heaters 


a) 











give your customer 


---@ choice 


Weyerhaeuser PANEL HOMES 





Now, you can give your new home 
prospect 15 standard panel homes 
to choose from. Offer him speedy 
erection, amazing flexibility of 
design, seasoned pre-war lumber, 
all the advantages and savings of 
precision factory construction. 


High quality homes at relatively 
low cost—designed and fabricated 
by Weyerhaeuser — America's 
greatest name in lumber. Dealers 
preferred within 500 miles of 
Dubuque, lowa. 


Approved for P.H.A, and G.I. Loans. 


For more information write now to... 





WEYERMAELSER 
PANEL,HOMES 


GENERAL TIMBER 
INC. | 


DUBUQUE, IOWA 


SERVICE 


FABRICATING DIVISION . 


CONFIDENCE 


WARNECKE 


NY FO) 5 Os i Ope Op os 


Leaders in Large Loans 


551 FIFTH AVE., NEW YORK 17, WN. Y. 


16 March, 








PRODUCT PROGRESS 





Holly Introduces New Heater 

A dual wall heater designed to meet the needs of 
economy housing has been announced by the Holly 
Manutacturing Company of Pasadena, California. 

Called the Dual 25, the heater has a rated input ot 
25,000 BTU, and is adaptable to natural, manufac 
tured or liquefied petroleum gas. 

With rough-in dimensions of 14 by 50 inches, th: 
Dual 25 will fit any standard 4-inch wall. The heate 
mounts off the floor to prevent interference with floor 
coverings and provide a more efficient cool air return 

The new heater, completely enclosed behind a wall 
panel which remains cool, gives uniform heat circu 
lation. Despite its small size the dual 25 has met the 
efficiency requirements of A.G.A. for heaters of 20,000 
BTU or less. 


Strand Markets New Garage Door 

\ new all-steel double door has been announced by 
Strand Building Products Company, a division of De 
troit Steel Products Company, Michigan. 

The door is an over-head receding type which has 
been annealed for rust protection. [he surface of th« 
door provides a uniformly coated base for paint, and 
requires no special priming coat. The Strand door fits 
any standard 16 by 7 foot opening. 


Unique Non-toxic Paint Announced 

\ new fire-retardant, non-toxic paint has recently 
been made available by the Stallton Chemical Con 
poration of Long Island City, New York. The paint, 
called Flame Seal, is described as capable of with 
standing temperatures up to 2,000 degrees Fahrenheit 
without flame spread. 

This fire resistant property stems trom a chemical 
reaction which is set up when the paint is subjected 
to heat. Flame-Seal is said to be moisture- and termite 
proof. Walls painted with Flame-Seal can be washed 
without lessening the paint’s fire-retardant qualities. 


Unusual Light Control System Available 

Just announced by the Square D Company of Dx 
troit is a Low Voltage Control System that offers “ad¢ 
quate switching” of lighting and appliance circuits. 
A number of small remote control relays are installed 
which enable the occupant to light his path ahead by 
turning on lights in the area before him while turn 
ing out lights in the area behind. 

Individual relays are controlled by any number of 
conveniently located switches operating on a 24 volt 
system. One relay can be operated from many differ 
ent points or several relays can be controlled from 
one master station. Phe mew system is said to give 
greater lighting comfort, safety and convenience 


Celotex Decorated Panels 

\ recent addition to the Celotex Corporation’s line 
of building materials is Celotex Decorated Panels. 
Phe new panels are four-foot-wide sheets of tempered 
hardboard to which are fused hard, colorful, plastic 
finishes, giving the effect of ceramic wall surfaces 
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Used to cover existing walls or in new construction, 
the panels come in three surface designs. 

Because the material is applied in sheets, installa 
tion are cut. The wall-size panels are strong, 
light-weight, and may be sawed, cut or drilled with 
ordinary woodworking tools. 


costs 


New Floor Sander Produced by American 

Phe American Floor Surfacing Machine Company 
of Toledo now offers the “Super Eight’, a lever type 
sander powered by a 2 H. P. American motor, with a 
motor speed of 1750 rpm. Drum speeds can be 
adjusted easily in a range from 1600 to 2800 r.p.m. 
which allows for greater efliciency under varying con- 
ditions of voltage, flooring and abrasive paper. Boast 
ing an extra large fan and dust bag, the “Super Eight” 
is streamlined in appearance and compactly designed 
with a low mounted motor for a low center of gravity. 


Colorful New Washbasins in Production 

\ washbasin formed of heat resistant DuPont 
Lucite, weighing only two pounds, has recently been 
developed by the Durable Formed Products, Inc. of 
New York City. Designed for small housing projects 
the new stainless, chipless basin is available in a wide 
range ol colors. 

The basins measure 14 bv 15 inches and can be 
designed to meet individual specifications or designs. 


Libbey-Owens-Ford Issues Pamphlet 

A pamphlet illustrating the many uses for Libbey- 
Owens-Ford transparent mirrors is ready for distri- 
bution. The mirrors, called Mirropane, are useful in 
door “peek holes” and as decorative devices. 

Phe transparent mirrors are made by applying a 
chrome alloy to side of the glass by thermal 
evaporation. The coating is thin enough to be trans- 
parent. When installed between an area which is 
brightly lighted and one which is dimly lit, an ob- 
server in a dimly-lighted room may see out without 
being detected. This unique mirror has proved effec- 
live in advertising displays. 


one 


Kem-Tone Adds Eight Deep Colors 

Supplementing their line of pastel colors, the Sher- 
win-Williams Company now distributes eight new 
deep colors: blue, red, yellow, green, sienna, bur 
gundy, umber, and brown. The new color line is 
designed to be used full strength or for the tinting 
of any of the present Kem-Tone colors. No sizing o1 
primer is required for application over wall paper, 
paint, wallboard, brick or other wall surfaces. 


Adjustable Picture Window Package 

\ plan for the marketing of a “picture window 
package” or completely-glazed sash with Thermopane 
has been developed by the F. C. Russell Company of 
Cleveland, Ohio. ‘The new metal sash will permit 
wider use of the standard stock sizes of Thermopane 
by allowing adjustment of the window opening up to 
an inch in both width and height. 

Russell Company engineers say that the neoprene 
glazing breaks the contact between the glass of the 
window unit and the metal of the frame, thus adding 
an insulating and shock absorber factor. Construction 
of the Thermolok closure frame along with the main 
frame uses the dead air space insulation feature as it 
is used in the hermetically scaled metal-to-glass bond 
of the Thermopane unit. 
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GLO-SEALED 


“NAME-LITE” 
PROFESSIONAL MARKERS 


* 


i ; 
R.M.HENDERSON 
REAL ESTATE 









INSURANCE 


OUTSTANDING FEATURES 


* Frame, all aluminum, satin-finished for 
durability. 


lifetime 


* Background, sheet aluminum with wrinkle finish 
enamel surface. 

* All letters are glossy white, 3” high, visible at 
200 feet. ; 
* Letters covered with “Name-Lite” making name 
alive at night when car lights shine upon them. 
* Your full name on BOTH sides of marker, visible 
day AND night. 

* PANELS ... (REAL ESTATE) on both sides 
visible day and night. 

* Brackets are sturdy strip steel finished in glossy 
black. 

* Equipped with eye bolts and lag screws, ready 
for hanging. 

* Length of marker, 31” . . . Height, 6” 
386”x12”. 

% Size of Panel .. . (REAL ESTATE) is 4”x28”. 

— DELIVERY, PREPAID PARCEL POST IN U.S.A. 


. . Bracket, 


Bracket $ 3.75 





Marker 9.95 
Panel 2.50 
Total $16.20 
Add 212% Sales Tax in California. Sorry, no C.O.D.’s. 


Also panels to cover PUBLIC ACCOUNT ANT, 
CONSULTANT, NOTARY PUBLIC, OFFICE 
ARROW. $2.50 each. Add 2!5% sales tax in California. 
HOW TO ORDER 

Marker is 30° net, inside. Limit names to 14 spaces. 
Punctuations are 1” wide. Letters M and W, 3° wide. All 
other letters, 2” wide. 

If not entirely satisfied, return complete sign within 5 
days and your money will be refunded in full. 


CUMM-LYNN CO. 


2350 E. SPRING . . . LONG BEACH, CALIF. 


TAX 
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Women Builders Voice 


Ideas at Convention 
¢ k-~ emergency of feminine in 
fluence in the home building 
industry was highlighted on the 
first general business day of the 
convention when women builders 
told what other women want in a 
home. 

Mrs. R. B. Butler, home builde 
olf Tulsa, said women were the 
iogical ones to supply idcas because 
they “buy or influence the buying 
of 90°, of all homes sold.” 

Mrs. Butler said she wrote 3000 
women realtors and housewives a 
vear ago asking the three or mor 
features they would incorporate in 
a new home. Here are some of the 
suggested features: radiant heat in 
drive and garage; double garage; 
shelter over the front door; large 


picture windows; larger bedrooms 
ind) more closets; two or more 
baths with built-in cabinets, sepa 
rate shower stall. Mrs. Butler said 


the women sclected a ranch-type 
house as then top choice for archi 
tecture. “They also want combina 
kitchens fon conveni 

usability, sociabilitv. And 


99°C want dining room,.” 


tion service, 


ence, 


THE FULLY 


AUTOMATIC STOKER 








FOR AUTOMATIC 
HEATING AT ITS 
BEST 


- CUTS LABOR 
ENDS SMOKE 


- CONTROLS 


TEMPERATURE of fuel 











Free Booklet 


on request 





Only Winkler 
has this fully 
automatic trans 
mission. 


1S 






Send today for amazing proofs 
and 
made by Winkler Stokers... 
see how your investment in a 
Winkler will pay a sensation- 
ally large return—actually pays 
for itself in fuel savings alone. 


WINKLER 


fully automatic 


'STOKERS 


U. S. MACHINE CORPORATION ert. s-03, LEBANON, IND. 


“Now is the time to check up on 
our builder-client relationship,” 
said Mrs. Henny Mollgaard, real- 
tor-builder of Milwaukee. “In a 
competitive market, price is not al 
ways the factor — quality, high pro- 
fessional standards, a good reputa 
tion, prompt payment of bills are 
more important.” 

Mrs. Henry I. Chaleron, buildet 
of New Orleans, said, “Fortunately, 
there is no price tag on good taste, 
originality, or character. The low 
budget has no bearing on the use 
of color and the attractive finishing 
of interiors. In using a basic floor 
plan, interiors of no two houses 
should be finished identical. ‘This 
requires imaginative use of color 
By using good wall papers and 
color combinations you give char 


acter to the small house and you 
can create a fecling of spacious 
ness.” 


Better Financing — 

(Continued from page 29) 
ket. What Congress will do is any 
body's guess, but there is a likeli 
hood that a secondary market 
broader than FNMA will be es 
tablished. 


Q. To what extent does the VA 
recognize builders’ costs, overhead, 
sales commission? 

\. We recognize all those 
We figure cost plus fair profit. On 


ILCLIIS. 


sales commissions, if it is Customary 
that the builder a broker han 
dle his then we authoriz 
commission. If the builder sells his 
houses himself, appraisals are mad 
on that basis. 


lets 


sal Ss, 


Q. What percentage do you allow 
for profit? 

\. It varies, 
15°, recognition of both overhead 
ind profit. It depends on the arca. 


but let's say 10! 


Q. Builders can qualifiy as unsuper- 
vised lenders. Any private citizen 
can make a VA loan and get a 
guarantee from the VA. What are 
the VA qualifications for unsuper- 
vised lenders? 

\. There is no qualilying sys 
tem. We'll guarantec 
citizen, but if 
took a volume ol would 
investigate his capacity facthi 
ties for keeping books, contacting 
clients... to make these loans. Un 
supervised lenders can only obtain 
loans which have received 


approval of the FHA. 


them for any 


One pt rson unde 


loans we 


prio. 





labor 


savings 








HOUSEMART HOME 





Dealers Wanted 


This 5-room home is designed for a 45-foot 
lot. Its 11% story structure provides space 
for 2 additional rooms on the second 
Aluminum windows, kitchen unit, and Ben 
dix laundry are included. 
methods assure moderate cost and immediate 
delivery. Dealers preferred east of Cleveland. 


re HOUSEMART 


18320 Lanken Avenue 
CLEVELAND, OHIO 


oor. 


Mass production 


KE-7562 
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“We have had many oratifying 


comments on The PERFECT HOME,” 


Says New York Realtor 


E have had many gratifying comments from 

the readers of The Perfect Home since we 
have again taken on the sponsorship of this 
writes E. I. Hat- 
field, realtor of Poughkeepsie, New York. 


publication in this territory,’ 


“During the war we interrupted our service 
only to find that our mailing list was pressuring 
us for continuance of this fine home magazine. 





It certainly proves to us beyond a doubt that 


i aaa Ra people do read and enjoy the many helpful 
has been instrumental in securing locations ° my ‘ 
for many nationally known industries in hints so well portrayed to the home conscious. 


Poughkeepsie, New York, together with the 
handling of sizable developments and subdi- 


visions. Mr. Hatfield is a member and past “ue a f -e . ; ie - " 
president of the Dutchess County _ Realty Speaking for our co-sponsors we can say they 
Board, a member of the New York Real a » : 

Estate Board, National Association of Real are equally enthusiastic about The Perfect 
Estate Boards, and the New York Society of 

Real Estate Appraisers. He is also a New Home od 


York State Senator. 


Mr. Hatfield has been actively engaged in the 
real estate business in Poughkeepsie since 1913. It is for such blue-ribbon or- 
ganizations as this that The Perfect Home is designed to serve as a goodwill and 
good business builder. By helping to build and maintain prestige it performs a 
valuable background selling job. 


The Perfect Home is edited to tell the story of the leading real estate, home 
building, and home financing organizations in a community. It serves its spon- 
sors by serving its readers. Every page sparkles with fresh, alive articles, striking- 
ly illustrated, which make home ownership as interesting as it possibly can be. 
A professional staff of trained journalists comb the country over for the latest in 
home design, construction, decoration, and equipment. 


Although professionally edited, profusely illustrated, The Perfect Home is 
available at nomina! cost to the firms who use it. Editorial preparation costs 
are shared among its users across the nation, and local reproduction and mailing 
costs are divided among the selected, reliable local building factors who join in 
sponsoring it and who benefit from it. 


A limited number of exclusive, annual, renewable franchises are open to es- 


tablished organizations. If you are interested, address your inquiry to 


STAMATS PUBLISHING COMPANY 


CEDAR RAPIDS, IOWA 
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FIRST IN THE FIELD 


With High Grade — Artistic — Colorful 


REAL ESTATE 


SIGNS 


Signs that have paid big dividends 
to Scores of Realty Firms for 
more than 10 years 


m™ 


! T] Romember The Hane | 














Many Imitators have come and 


gone thru those years. . . . Yet, we 
continue to serve Old as well as 
New Customers day after day. 


There’s A Reason. 


We manufacture one kind of 
signs only; The Best, made of the 
Highest Quality Waterproof Ply 
wood obtainable. We do not make 
Thin Tin Metal or Cheap Card- 
board signs. Our signs are of the 
highest quality thru-out and are 
Practical For Real Estate Use. 


We do not claim to make signs 
that will last forever. Truthfully, 
No Manufacturer can. .. . But if 
you want the BEST REAL ES- 
TATE SIGNS, that give dollar for 
dollar value, then Write For De- 
tails TODAY. 


NOTE: Use Your Letterhead When 
Writing To Us, Please. 
QUICK SERVICE — QUALITY SIGNS 


LOW COST 
Affiliate Member St. Louis Real Estate Board 





HERMAN SIGN COMPANY 


5353-55 Walsh Street 
St. Louis 9, Mo 





LARGEST EXCLUSIVE MANUFACTURER 
OF REAL ESTATE SIGNS IN AMERICA 
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Prag ony is getting more mail 
Ain favor of continuation of 


rent control and public housing 
than against it, according to Wash 
ington news services. In fact, the 
reports say, the deluge has been so 
sizable in favor of all of President 
Truman's “Fair Deal” that Demo 
cratic party men are bringing de 
faulters into line on the strength of 
public opinion as shown by the 
mail. All of which is another way 
of saving that the industry has a 
“grass roots” job of selling to do. 
The House Banking and Currency 
Committee voted to extend rent 
controls for 15 months instead of 
27 months, as requested by the Ad 
ministration. NAREB especially is 
doing a valiant job in getting the 
facts to legislators, and the reduc 
tion in the extension time can be 
credited in large measure to the 
\ssociation’s work. 


YONSIDERABLE criticism was 

A voiced informally at the home 
builders’ convention against some 
of the personnel in the Housing 
Expediter’s office for witch-hunting 
in the matter of consumer com 
plaints. Instances were cited to 
show that some government men 
had worked over-time and Sundays 
to arouse owners olf homes to the 
point of filing formal complaints 
against the builders of their homes. 
In the cases cited, the houses in 
question had been built during the 
period of scarce materials, FHA 
had approved the specifications and 
put their final O.K. on them after 
final inspection. Home builders, 
individually and collectively, made 
it clear they wanted to police their 
craft against misrepresentation and 
unfair dealing, but they resented 
the false basis of many of the com 
plaints being aired by the Expe 
diter’s oflice. 


IS not all beer and skittles in 
| the business of building homes, 
as the Wall Street Journal last 
month took pains to point out ina 
series of articles, based on inte 
views with men supposedly eligible 
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to the title, “The Henry Ford of 
Housing.” Typical quotes from the 
article: “Gale Bradford of Evans 
ville, Indiana lost a quarter million 
dollars and has quit the business.” 
which 
has hundreds of unsold houses on 
its hands outside of Baltimore 
vows ‘We won't touch a housing 
project again with a 10-foot pole, 
unless it's on a straight fee basis 
and some one else is taking the 
risk’. The article gives orchids to 
Levitt & Sons and Spiros G. Ponty 
for “notable success” in volume 
production, the two combined hav 
ing built 9,000 houses last’ year. 
Fritz Burns of Kaiser Community 
Homes built 2,099 houses and 248 
duplex units last vear, and has set 
his sights on 3,000 units this vear. 
Dave Bohannon plans to build 400 
houses and 700 apartment units 
this vear. Both men are referred to 
as “embrovonic Henry Fords.” The 
article points out that Bradford got 
into trouble because of the high 
cost of land improvement and lack 
of working capital. The Byrne on 
ganization lost money because it 
failed accurately to predict its costs 
agerevated by the necessity to 


SS 
! 


pas remiun Wages for overtime. 


“The Byrne organization 


9 
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| EWS Nibblings: NAHB is con 
sidering a plan to launch a 
scal-of-approval for manufacturers 
of building products and equip 
ment which pass laboratory tests. 
Fees ot several thousand dollars 
each for use of the “Badge of Ex 
would —if the plan proves 
acceptable — be used for industry 
public relations ... The New York 
Fimes review of the NAHB con 
vention said that many builders 
were revising their 1949 project 
plans downward after hearing of 
the many unsold houses in various 
areas, reported informally at the 
convention Although several 
sampling surveys were being taken 
at the convention to determine 
whether or not builders would in 
crease or decrease their activities 
this vear, Journal staff men found 
too many “undecided” builders to 
base an estimate. 
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CONSULT THESE SPECIALISTS... 


FOR REAL ESTATE 


SALES 


@ DENVER, COLO 


Garrett-Bromfield & 
Company 
Security Building 


@DENVER, COLO 
V J Dunton Realty 


o 
400-10 Midland Say 
ings Bidg 


@KNOXVILLE 
TENN 
— Real Estate 


122 Mi arket St 


@NEWARK, NJ 
Van Ness Corpora- 
tion, Realtors 


FOR EXPERT 


@NEW YORK, N.Y 
Fass & Wolper, Inc 
7 East 42nd Street 
Main Street Proper- 
ties Anywhere in the 
t 


ones FRANCISCO 
ALIFE 


Ri 1y Borlini, Realtor 
155 Montgomery St 


@ LOLEDO, OHIO 
Schuster & Co 


George E. Schuster 
Gardner Building 


@WATERBURY 
CONN 


Root & Boyd, Inc 
174 Grand Street 


e@WICHITA, KAN 
Russ Prater Com- 


pany 
137 North Main 


APPRAISAL SERVICE 


@ALBANY, N.Y 


Picotte Realty, Inc 
120 Washington Ave 


eCOLUMBUS, OHIO 
— P. Zinn & 


North Third St 


@CONCORD, N.H 
William E. Sleeper 
Realtor - Appraiser 


@EAST ORANGE, 
N. J 


Godfrey K. Preiser, 
M.A.1. — S.R.A. 


1 N. Harrison St 


@EUGENE, 
OREGON 
Clarence F. Hyde 

M.A. -R.A 


628 Willamette St 


@ MINNEAPOLIS, 
MINNESOTA 
Norman L. Newhall, 

M 


Al. 
519 Marquette Ave 


@ MINNEAPOLIS, 
MINNESOTA 
J. F. Sutherland, 


17 East 24th Street 


@NEWARK, N.J 
Harry J. Stevens, 
Al 


478 Central Avenue 


@NEW YORK, N.Y 
Henry Waltemade, 


n 
369 Fast 149 Street 


@NEW YORK, N.Y 
Scientific Appraisal 
Corporation 
7 East 42nd St 
$200,000 values and 
up only 


@ PHILADELPHIA, 
PA 


~ hard J. Seltzer, 


12 Senie 12th Street 


est. LOUIS, MO. 
Otto ! ~~ kmann, 
M.A 


1861 Risilw ay Ex- 
change Bide 


e@ TOLEDO, OHIO 
Howard W. Etchen, 


M.A.L. 
Etchen-Lutz Co. 


FOR IDEAL 


STORE LOCATIONS 


@AUGUSTA, GA 
Sherman-Hemstreet 
Realty Co 
801 Broad Street 


e@ BALTIMORE, MD 
B. Howard Richards, 


nc 
Morris Bide 


e@eCINCINNATI, 
OHIO 
Robert A. Cline, 


ne 
1027 Enquirer Bldg 


@DES MOINES, IA 
Donahoe Investment 


Oo 
Retail, Wholesale, 
Industrial 


@ KANSAS CITY, 
MO 


Moseley & Company 
Retail, Wholesa! 
Industrial 

Suite 1111, Insur- 


ance Exch Bldg. 


@NEW ORLEANS, 
LA. 


Leo Fellman & Co 
829 Union Street 


@OKLAHOMA CITY, 
OKLAHOMA 


H. F. Bradburn, 
Fidelity Bldg 


@OKLAHOMACITY. 
OKLAHOMA 


Tom sn Co 
304 Local Bide 


eST. LOUIS, MO 
Isaac T. Cook Co 
1818 Arcade Bidg 


@SARASOTA, FLA 
Don B. Newburn 
144 So. Pineapple 

Ave 


e@WASHINGTON, 
D.C. 
Shannon & Luchs 
so. 
1505 H Street N.W 


FOR PROPERTY 


MANAGEMENT 


@ ANDERSON, IND. 
A. L. McKee, 
C.P.M. 
Anderson Banking 
Co 


e@COLUMBUS, OHIO 
William P. Zinn & 


Co 
37 North Third St. 


@ DENVER, COLO 


Garrett-Bromfield & 
Com 
Security Building 


@ DENVER, COLO. 
\. J. Dunton Realty 


Co. 
400-10 Midiand Sav- 
ings Bldg. 


e@DETROIT, MICH 
Kamil Management 
Company 
704 Transportation 
Building 
Established 25 years 


@ JACKSONVILLE, 
FLORIDA 
Mal Haughton, Jr 
108 W. Bay Street 


@NEW ORLEANS, 
LA 


Charles A. Bourgeois 
4218 Iberville St. 


e TOLEDO, OHIO 
Schuster & Co. 
George E. Schuster 
Gardner Building 


+ oe KAN. 


100 East Seven 


FOR FARMS 


East Seventh St 


AND RANCHES 


@ DENVER, COLO. 
\ 2 Dunton Realty 
‘ompan 
400-10 Midland Sav- 
ines Bide. 


@LOS ANGELES, 
CALIF. 
California-Nevada 


Company 
412 W. 6th Street 


@WALNUT RIDGE, 
ARK. 


R. S. Choate 
201 W. Second St. 


FOR CHAIN STORE 
LOCATIONS 


@ALLENTOWN, PA 
The Jarrett 
Organization R. C. Blase, 
842 Hamilton St 434 State St 
‘Specializing Fast- 
ern Penna.’ 


@SCHENECTADY, 
N.Y 


eCOLUMBUS, OHIO 
William P. Zinn & 


@ LOLEDO, OHIO 
The Al E. Reuben 
ny 


0. Compa 
47 North Third St 618-20 Madison Ave 


FOR INDUSTRIAL 
SITES & PROPERTIES 


@ALLENTOWN, PA 
The Jarrett 
Organization 
842 Hamilten St 
“Specializing F ast- 
ern Penna 


@KANSAS CITY, 
MISSOURI 
Moseley & Company 
Retail, Wholesale 

Industrial 
Suite 1111, Insur- 
ance Exch. Bldg 


oo @ NASHVILLE, 
- TENNESSEE 





George C. Chambers 


406 Roumain Bide Biscoe Griffith Co 


—Est. 1914— 
214 Union Street 


e@eCOLU MBUS, OHIO 
William P. Zinn & 
Company 
37 North Third St 


@OKLAHOMA CITY 
OKLAHOMA 
Tom Pointer Co 
304 Local Bldg 


coopera eST. LOUIS, MO 


Nathan Herrup, Inc Ow} ’ ee 


61 Allyn St : F 
: 1861 Railway Ex- 
Hartford change Bldg 
@ DODGE CITY, eST. LOUIS, MO 
KANSAS Henry R. Weisels 
Burr-Hancock, Inc Company, S.1.R 
P.O. Box 87 318 North Eighth 
eINGLEWOOD, @SAN JOSE, CALIF 
CALIF 


Thos. L. Mitchell & 


Emerson W. Dawson Company 
97 E. Santa Clara St 


P.O. Box 555 


@ SCHENECTADY, 
N.Y 


Blase 
434 State St. 





Rates for Advertising 
In the “Consult These Specialists” 


Department: 
Per 
Issue 
2 lines 12 issues $3.00 
2 lines 6 issues $3.50 
2 lines less than 6 issues $4.00 


Additional lines, 50 cents per issue 
No charge for city and state lines 





























WORLD'S FOREMOST 
MANUFACTURER OF 
BEAUTIFUL HOMES 


Distribution is through local, franchised, Gunnison Dealers whom we 


train to handle Sales, Financing, Erection and Service. 


Inquiries are invited from those having sound financial standing and 
excellent references. For complete Dealer information write to New 


Dealer Division No. 3, Gunnison Homes, Inc., New Albany, Ind. 


UNITED STATES STEEL uss CORPORATION SUBSIDIARY 
































